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PLAN TO BROADCAST 
PARTS OF PROGRAM 
AT BUFFALO MEETING 


National Association of Insurance 
Agents Will Send Certain Ad- 
dresses Out Over the Radio 








ARRANGEMENTS THROUGH WGR 





Entertainment Part of Convention Pro- 
gram Includes Lake Trip, Inspec- 
tion of and Picnic at Falls 





The National Association of Insur- 
ance Agents is this year planning to 
broadcast by radio some of the princi- 
pal features of the annual convention 
at Buffalo next month. Arrangements 
are now being made by the Buffalo 
Committee in charge of the convention 
and by Walter H. Bennett, secretary of 
the National Association, with the pow- 
erful broadcasting station WGR in Buf- 
falo to send out over the wires the ad- 
dresses of the leading speakers at the 
convention banquet, possibly - some 
other talks, and also the dance music 
for the big ball to be held at the Hotel 
Statler, convention headquarters. 

Although individual insurance men 
have spoken to radio audiences at fre- 
quent intervals and the Metropolitan 
Life has used the radio, this step by 
the National Association is believed to 
be the first time that any general con- 
vention of insurance men has given its 
program, or parts thereof, to the gen- 
eral public over the radio. The move 
is constructive. If carried through suc- 
cessfully it will undoubtedly be only 
the forerunner of other steps to cement 


better relations between the general 
public and the fire insurance business. 


Two Ends Will Be Gained 

The first objective to be gained, and 
the least important, by broadcasting 
features of the National Association 
program, will be to allow absentee fire 
and casualty insurance agents in all 
eastern states to listen in on the an- 
nual convention. Many an agent along 
the Atlantic coast from Maine to At- 
lanta and through Pennsylvania, Ohio, 
Indiana and Illinois, who for one reason 
‘or another cannot attend the conven- 
tion, can get a few real bits of conven- 
tion enthusiasm at first hand. He will 
hear speak some of the prominent in- 
surance men whose names are so fam- 
iliar to him. He will get a bit of the 
convention atmosphere. 

But more worth while will be the 
brief opportunity to introduce the gen- 
eral public to a close up of the insur- 
ance business; to hear prominent men 
speak on insurance topics that are also 
of direct interest to the outside public; 
to throw out one more bit of logical and 
educational material that will serve to 
erect the many bad and untruthful 

ngs said about fire insurance by its 
Cpponents. Broadcasting the Buffalo 
convention of the National Association 
of Insurance Agents will be conducted 
on @ minor scale, naturally, but this will] 


(Continued on page 24) 











HE “Phoenix” appreciates the function and rights of 

Agents. It is an Agency Company in all that term im- 
plies. It has not only done its duty in its relationship 
with policyholders and claimants but it has been equally 
diligent in seeing to it that its relationship with its 
Agents are cordial and harmonious. 
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“ SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 
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The Oldest American Fire and Marine 1| 

















$1,327,000.00 produced in ONE DAY by the 
agents of the 


INTERNATIONAL LIFE 


OF ST. LOUIS 


SOME CLASS TO THOSE BOYS. 


ARE YOU ONE OF THEM? 


Better write “Jake” Babler at St. Louis and learn all about his attractive 





| proposition for agents. 











PRESIDENT MOIR PUTS 
UNITED STATES LIFE 
ON COMPETITIVE BASIS 


Many Progressive Changes Under Way 
in Plans for Future Development 
of Company 








BETTER AGENTS’ EQUIPMENT 





Disability Benefits and Acceptance of 
Sub-standard Business Among 
Advantages for Agents 





There has been much interest in 
the future plans of the United States 
Life Insurance Company, of New York, 
especially since the recent election 
of Henry Moir to the presidency of 
the company. Mr. Moir has for many 
years been one of the leading actuaries 
and company executives in the business 
and it has been generally expected 
since he went to the company the 
first of the year, that a _ policy of 
progressive expansion would be adopted 
that would bring the old United States 
Life more to the front. 

A number of changes have already 
been made and several new features 
adopted. Mr. Moir’s general attitude 
towards the building up of the company 
is to make progress along modern lines, 
sanely and surely, rather than speedily. 
Every existing agency of the company 
is having a full opportunity to make 
good under the new regime and other 
agencies will be started from time to 


time as the company can afford ex- 
pansion. 


Company on Competitive Basis 

One of Mr. Moir’s first acts was to 
introduce important changes in the pre- 
mium rates and methods. The tend- 
ency in recent years has been for the 
cost of life insurance to diminish, both 
in the case of participating and non- 
participating companies. Along the 
line of this modern development, pre- 
mium rates of the United States Life 
are now on a competitive basis com- 
paring favorably with those of the other 
great companies that confine them- 
selves to non-participating insurance. 

Prior to the current year the only dis- 
ability benefit granted by the United 
States Life was the waiver of premium, 
the charge for which was a flat pre- 
mium of 25 cents per $1,000. This 
charge was changed, and graded ac- 
cording to age, some months ago and 
steps are now being taken to issue the 
full disability rider which will pay an 
income of 1% per month on the face 
value of the policy commencing from 
the first day of the calendar month 
succeeding proof of total and perma- 
nent disability. As it is usually easy 
to determine whether or not the insured 
is totally disabled, but difficult to de- 
cide when such disability is permanent, 
a Clause is being adopted by the 
United States Life reading: “Disability 
shall be presumed to be permanent 
after the insured has been continuous- 
ly and totally disabled for not lsss 
than three months.” 

It is also planned to give the agents 
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the advantage of offering the additional 
accidental death benefit paying double 
the face of the policy in event of death 
by accident with standard policies on 
lives following non-hazardous occupa- 
tions. 

The company has inaugurated a sys- 
tem of accepting substandard business 
at premium rates adjusted to the risk, 
thereby saving the energy of the agents 
who may have solicited a case in good- 
faith which may prove somewhat be- 
low standard. This phase of the busi- 
ness is being developed gradually and 
will be extended from time to time as 
experience dictates. 

Application and medical blanks are 
being revised and in general simplified. 
All with a view to making agency work 
easier. Mr. Moir is taking all gritty 
particles out of the machinery. Some 
book records are being changed to mod- 
ern and convenient cards. Filing sys- 
tems are being simplified. : 

Expenditures have been reduced in 
many directions, including agency ex- 
penses which are much less than in 
previous years. Yet the business for 
the current year is running well ahead 
of that issued in 1922, the issue for the 
first six months of this year being $2,- 
300,000 as against $1,880,000 last year. 

The company is writing business ina 
selected territory, including New York, 
Pennsylvania, Ohio, Hlinois, Kentucky 
and Missouri—states where the mortal- 
ity rate on insured lives is favorable 
as compared with the general cxperi- 


ence over the entire country. Busi- 
ness is issued promptly. Steps have 
already been taken to improve effi- 


ciency in this particular, as for exam- 
ple, through the application for inspec- 
tion reports by agents when the risk is 
written, and other simplifying rules. 
The United States Life was founded 


in March, 1850. There are only ten 
older life insurance companies in the 
country. Its valuation basis has al- 
ways been on the “Old Line” plan with 
full reserves for policyholders whose 


contracts are further guaranteed by 
the capital stock and surplus of over 
$320,000. 

The company is a charter member 
of the Association of Life Insurance 
Presidents, also of the M. I. B., so that 
it is well equipped in fundamentals. 

Since 1906 all new business has been 
non-participating and the policy con- 
tracts are clearly stated, with definite 
guarantees for all promises. 


PROVIDE CONVENTION SPEAKERS 








Philadelphia Association Has Plan for 
Furnishing Speakers for Meetings 
in Quaker City 





The Philadelphia Association of Life 
Underwriters will provide speakers on 
“Thrift” at conventions being held in 
Philadelphia during the convention sea- 
son, according to a plan being perfect- 
ed by the publicity committee of the 
association, of which E. J. Berlet, Phil- 
adelphia manager of the Guardian Life, 
has just been appointed chairman. 

Plans are also being made to provide 
speakers on “Business Insurance” for 
trade organizations and on “The Value 
of Monthly Income” before the many 
women’s clubs which are active in the 
Philadelphia district. Associated with 
Chairman Berlet in the development of 
the plan are Fernand Baruch, manager 
of Girard Life; Sydney Krumrine, dis- 
trict manager Mutual Life of New 
York; James T. Lawson, general agent 
of the National Life U. S. A.; Everstt 
H,. Plummer, general agent Berkshire 
Life; H. Kendall Read, general agent 
National Life of Vermont; J. Eierick 
Willing, general agent State Mutual. 





FRASER AGENCY RECORD 


The first six months of business this 
year in the P. M. Fraser Agency of the 
Connecticut Mutual Life at New York 
has averaged over a million dollars a 
month, and, judging from the way busi- 
ness is coming in, the largest agency of 
the Connecticut Mutual should pay for 
over twelve million in new business 
this year. 
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We are giving them to our salesmen at the rate of 
40,000 PER YEAR 





Established 
1879 








We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 

















TWO AETNA GROUPS 





Hartford Company Writes United Cigar 
Stores and Waldorf Lunch 
System Employes 





The Aetna has insured 5,000 employes 
of the United Cigar Stores Company 
under its co-operative life group plan, 
and 3,000 employes of the Waldorf Sys- 
tem, Inc., which operates a chain of 103 
lunch rooms in New York, New Jersey, 
Connecticut, Rhode Island, Massachu- 
setts and New Hampshire, under its 
non-contributory accident and health 
policy. The latter plan provides in- 
demnity beginning with the fourth day 
of disability and continuing for a limit 
of twenty six weeks. The agent who 
wrote this case collected a premium of 
$27.000. 








President George Kuhns, of the Bank- 
ers’ Life, announces that members of 
his Gold Medal Club of the Bankers’ 
Life sales force will probable assemble 
at eastern points for their trip through 
the Canadian Rockies prior to the com- 
pany school of instruction which will 
be held at Seattle in August, 1924. 


TO BOOST LOS ANGELES 





Special Committee Goes To National 
Association Convention To Get 
Meeting in 1924 





The Los Angeles Life Underwriters 
Association is already organizing to get 
the 1924 meeting of the National Asso- 
-ciation. A special committee headed by 
John Newton Russell, manager of the 
home office agency of the Pacific Mut- 
ual Life, will go to the Chicago conven- 
tion primed to make a strong fight for 
the City of Angeles as the next meet- 
ing place. 

In a letter on the subject, the Los 
Angeles association points out that 
only twice in thirty years has the Na- 
tional Association held its convention 
west of the Mississippi. The last time 
was when the meeting was held in San 
Francisco during the exposition in 1915. 





G. S. Binder, district salesman for 
the Bankers’ Life of Des Moines at Cin- 
cinnati, Ohio, was the leading salesman 
of the Bankers’ Life sales force for the 
last week in June, when he showed a 
total production of $112,500. 
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address: 


T. LOUIS HANSEN, 
Vice-President 


The Gunite 


Home Office: - - - 








Helping The Man 


LEADS—real, live, business-getting leads on the right 
kind of prospects—are supplied to Guardian Agents 
and help them save time and increase their production. 


This is only a part of The Guardian’s broad program 
of Agency cooperation. If you want to know the whole 
story of what this Company is doing for its field men, 





Company of America 


Established 1860 under the Laws of the State of New York 


Rate Book 


or GEO. L. HUNT, 


Supt. of Agencies 


Life Insurance 


50 Union Square, New York 

















BUSH TERMINAL GROUP 





Prudential Writes $1,500,000 Case 9, 
Employes of Big New York 
Company 





The Bush Terminal Company of Ney 
York City has just taken out one ap/ 


‘one-half million dollars life insurang 


for its workers. The Prudential, y 
Newark, wrote the policies. The pla 
under which this group of employees 
insured is as follows: 


The supervisory forces, who hay 
served six months or more, had thej 
insurance started at $1,500, increasing| 
$100 each year, up to a maximum gf 
$3,000.. 4 

Skilled labor starts at $1,000, increas. 
ing $100 each year, up to $2,000. 

General labor starts at $500 and {p. 
creases $100 each year up to $1,000, 

The office force and executive depart. 
ment are covered for the amount of 
their annual salary, with a minimum 
of $1,000 and a maximum of $5,000, 

The Bush Terminal Co. in taking out 
this life insurance for the benefit of its | 
employees is placing itself in line wth 
the most progressive industries of the 
day in the matter of welfare work as 
over 1,200 people are insured in this 
group alone. 











NEIL D. SILLS AGENCY 





Reports 90% Increase Over Last Year; 
Some Agency Leaders; Plans 
For National Convention 





The Virginia agency of the Sun Life 
of Canada, in charge of Neil D. Sills, 
manager at Richmond, reports business t 
as having been exceptionally good the | 
first six months of 1923, the increase | 
over the corresponding period of last | 
year being approximately 90 per cent 
in paid-for business. The increase in 





premiums was even greater, being up- | 


ward of 120 per cent, according to Man- 
ager Sills. One of the big producers 
of the agency is J. N. Willis, attached 
to the Richmond office. He has paid 
for half a million business since Janu 
ary 1. Another producer who ranks 


well above the ordinary is George T, | 


Bryson. Both these, together with Mr. 
Sills, will attend the annual meeting of 
leading producers of the company in the 
United States and Canada, to be held 
at Big Win Inn, in Ontario, early in 


July 18, 
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September. From July 27 to August 
20 Mr. Sills expects to be at a camp in 
the mountains of Virginia near Hot 
Springs, where he is accustomed to 
spend his vacation each summer. Mrs, 
Silis will accompany him on this trip 
and will also go to the meeting in Can- 


} the s 


} resigt 





ada with him. 





E. D. WILSON AGENCY 

E. D. Wilson completed his first year 
as superintendent of agents for the 
Richmond, Va., agency of the Mutual 
Life of New York July 1. In that pe- 
riod the agency paid for $3,656,500, and 
much of its success is attributed to the 
courtesy, tact, intelligence and _ perse- 
verance which he displayed in super: 
vising the work of the agents. He be 
gan work with the Mutual Life a few 
years ago in Grayson County, Va. Later 
he was with the company in Colorado. 





JOINS HARTFORD FIRM 

C. Gilbert Shepard, who has been as- 
sociated with the management of the 
New Haven agency of the Aetna Life 
since 1919, has been taken into partner: 
ship with his father, C. E. Shepard, in 
the management of the Hartford 
agency. The new firm, Shepard & Co., 
has moved into larger quarters in the 
old Hartford Fire Building. 


FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 
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P (rourteen Chicago Men 
ase Of Carry $15,000,000 
‘HEAVY BUSINESS INSURANCE 
of i 
ne . : List Headed By President of Bruns- 
rang wiek-Balke-Collender Co.; L. F. 
Hal, | ‘Swift and H. M. Byllesby Next 
e plan Fourteen of Chicago’s leading busi- 
— ness men are insured by their compa- 
nies under business insurance policies 
) have! for a total of $15,250,000, according to a 
1 their! statement made by Darby A. Day, presi- 
‘easing dent of the Chicago Life Underwriters 
um of Association. 
_ The largest policy described by Mr. 
1creas.| Day is one for $2,500,000 taken out by 
the Brunswick-Balke-Collender Co., in- 
nd ip ternationally known manufacturers of 
)00, pool and billiard tables, for its presi- 
lepart.| dent, R. E. Bensinger. Mr. Bensinger 
Int of! has directed the policies of the com- 
1imum} pany since 1911. He is the son of 
000. Moses Bensinger, one of the founders of 
ng out| the concern. 
of its The life of Louis F. Swift, the packer, 
> wth! has been insured for $1,800,000. The 
of the third largest policy, for $1,750,000, was 
rk ag} taken out for Henry M. Byllesby, 
1 this | president of H. M. Byllesby & Co., pub- 
lic utifity engineers and directors. 
Seven Chicago men are insured by 
their concerns for $1,000,000 each. 
They are Julius Rosenwald, head of 
Year; | Sears, Roebuck & Co.; Samuel Insull, 
s president of the Commonwealth Edison 


1 Life 
Sills 
siness | 
d the | 
rease | 
last | 
cent | 
se in 
& up & 
Man- | 
ucers 
iched 
paid 
Janu- 
‘anks 
ae a 
1 Mr. 
ng of 
n the 
held 
ly in 
gust 
ip in 
Hot 
d to 
Mrs, 
trip 
Can- 





} 
‘ 


= 
— 
> 
@ 


erse: | 
1per- 


few | 


‘ 
> 


1 as 
the 


: 
( 











Co.; Marshall Field 3d; William Wrig- 
ley, Jr., and Thomas E. Wilson, presi- 
dent of Wilson & Co., packers. 

Augustus Peabody, of the banking 
house of Peabody, Houghteling & Co., 
is insured for $500,000. Mr. Peabody 
is treasurer and vice-president of the 
company. Among the other Chicago 
men included in the total of $15,250,000 
of insurance, are Alexander Smith, 
John H. Victor, J. W. Stevens and Ed- 
ward Hillman, of Hillman’s department 


store. 





MADE SUPT. OF AGENCIES 





J. B. Moody, Jr., of Hartford, Goes To 
Columbian National Life 
of Boston 





Major James B. Moody, Jr., for the 
past eleven years connected with the 
New England Mutual Life of Boston as 
the superintendent of agents »f Con- 
necticut, with offices in Hartford, has 
resigned and on August 1, will go to 
Boston where he will become superin- 
tendent of agencies for the Columbian 
National Life. 

Major Moody is well known in Hart- 
ford as a former newspaperman, is 36 
years old and was born in Norwich. 





LARGE POLICY ON H. M. CRANDALL 





R. M. Waldron, of Washington, Lands 
$500,000 Case of Motion Pic- 
ture Exhibitor. 





R. M. Waldron, agency manager for 
the Bankers’ Life, of Des Moines, Iowa, 
reports the writing of a half million dol- 
lar policy on the life of Harry M. Cran- 
dall, leading motion picture exhibitor 
of Washington. It is said this policy is 
larger by several hundred thousand dol- 
lars than any other previously written 
here. It is a regular life contract, pay- 
able to eight different theater corpora- 
tions of the Crandall chain, these cor- 
Porations paying a proportionate share 
of the premiums, the first of which 
amounts to $18,200. 
oun Policy was taken out by Mr. 
anneal to provide cash funds to 
iat care of the inheritance tax, to pro- 
the Ass theater chain and to carry on 
7 usiness in the event of his death. 
; @ Bankers’ Life retained $150,000 of 
the cover, placing the balance with 

ree other companies. 





rete International Life, of St. Louis, 

: cently entered Virginia for business 

and is represented by E. H, Kabler, of 
Tistol, ag state manager. 
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Scipio Scattered Carthage 
In African Sands 


CIPIO Africanus! 

There’s another ter- 
rible name. However, 
Scipio was a Roman who 
picked up a boy on his 
travels, loved him as his 
own, and had his son adopt 
him. Incidentally Scipio 
Africanus was so pleased 
with himself that he insisted 
on his adopted grandson 
being tagged with the same 
euphonious title and name, 
thus making ‘‘Scipio, the 
Elder” and “Scipio, the 
Younger”. After chasing 
Hannibal all over Italy, 
Old Scipio, dying, directed 
his grandson to make the 
overthrow of Carthage his 
sole ambition. This the 
younger Scipio promised. 


BOUT twelve years 
later he fixed up a 
navy of ten or twelve 
thonsand ships—that’s ex- 
actly the numerical strength 
of navies in those times — 
and landed his army near 
Hannibal’s stronghold. The 
ancient Carthaginian was 
slipping and hid behind his 


_ 
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own walls. Scipio pro- 
ceeded to do about every- 
thing that could be done to 
Carthage. He bombarded 
it beautifully. Then he 
sacked it and then he 
burned it. Still not satisfied, 
he scattered it in the Afri- 
can sands. He simply made 
it a lost city and it has been 
lost ever since. 


HILE all this was 

going on Hannibal! 
sent out word “Be merci- 
ful, Scipio, be merciful.” 
Towards this cry-baby 
attitude Scipio felt a just 
resentment. His courier 
returned with the reply, 
“Protect yourself, Hanni- 
bal, protect yourself, for I 
am coming.” 


The whole story of Scipio 
is in that one sentence. 
“Protect yourself for I am 
coming.” Death too sings 
that song into every man’s 
ear. Death should not be 
feared. But it is a fear to 
the man who has been neg- 
ligent of the future. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, Presideat 


"Home Office, Newark, New Jersey! 





George B. Woodward’s 
Amazing Versatility 


VICE-PRES. ECKER’S TRIBUTE 





Created Many Metropolitan Activities 
And Was Father of Special 
Whole Life Policy 





George B. Woodward, second vics- 
president of the Metropolitan Life. 
died suddenly at his home in Allen- 
hurst, N. J., on July 8. Born in Boston 
on August 17, 1852, he devoted all his 
working years to life insurance. After 
completing his studies at the Boston 
High School, he entered the service of 
tho New England Mutua; Life more 
than a half century ago. Subsequently. 
he went to the John Hancock Mutual 
and remained there for nearly twenty 
years rising to the office of secretary 
of that company. On May 17, 1894, 
having resigned his office with the 
John Hancock, he accepted the office 
of secretary of the Metropolitan, which 
he held until October 22, 1901. when he 
was appointed third vice-prasident. On 
January 23, 1917, he was appointed a 
second vice-president. For many years 
he served as a director of the com- 
pany, retiring when the board was 
reorganized at the time of mutualiza- 
tion in January, 1915. 


Initiated Many Things 

Mr. Woodward was an expert in lifa 
insurance and was widely known 
throughout the country for his scien- 
tific and practical knowledgs of all 
branches of the business. He was a 
fellow of the Actuarial Society of 
America. He possessed a keen, analy- 
tical mind, quick in understanding and 
certain in his decisions. 

He had general supervision of tha 
home office clerical forces, and dealt 
with rare capacity with the many per- 
plexing and important questions in the 
up-building and developing of the 
home office organization. Because ofr 
his fairness, justness and sympathetic 
understanding, the entire staff had for 
him not only the highest respect but 
the deepest affection. The close r> 
lationship with his fellow officers 
which existed for well over a quarter 
of a century had bound him to them 
with a strong bond of affection. 

Vice-President Frederick H. Ecker, 
in a tribute to Mr. Woodward said: 

“The various home office organiza- 
tions of the Metropolitana, were ever 
close to his heart. He was active 
president of the Home Office Veterans’ 
Association and in all their activities 
took a leading part. He was a staunch 
supporter of the Athletic Association. 
interested in and proud of the accom- 
plishments of the band, the Plectrum 
Club and all musical societies. Hs 
participated in the regular gatherings 
of these organizations and was rarely 
absent from any of their public func- 
tions. He was largely responsible for 
organizing classes in millinery, dress- 
making, physical culturs for women, 
stenography and typewriting, business 
English and all educationa?d work 
among employees of the company. 

“He was one of the first to suggest 
the establishment of and was always 
an earnest advocate of the Staff Sav- 
ings Fund, of which he was a trustee. 
He was always sympathetic and help- 
ful to any of the Home Office clerical 
staff who had problems to be solved. 
He knew intimately the organization of 
the field forca and had supervision 
over much of the detail of the field 
work. He was known as the ‘Father 
of the Printing Division,’ because it 
was he, while secretary of the com- 
pany, who organized it along lines of 
its present splendid development. 


Created Whole Life Policy 
“The enduring monument to his 
memory is the $5,000 Whole Life poli- 
cy; he was its author. He had the 
satisfaction of seeing its benefit sz- 
tended to the multitude. nd the 

(Continued on page 7) 
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\pportunities For 
' Writing Big Policies 


BIG CASES AGENTS’ UNDOING 





(an $10,000,000 Be Written? Not 
’ Enough Facilities to Fully Indem- 
nify Fords and Rockefellers 


There is not enough life insurance fa- 
cilities in the world to supply full in- 
demnity in the case of wealthy indi- 
‘viduals like Henry Ford, John D. 
pockefeller and Thomas A. Edison and 
! although $10,000,000 risks have often 
e peen reported as being in the market 
‘none have been written and it is doubt- 
ful if such an amount could be placed 
‘on one life even if all the secure com- 
panies in the stabilized countries of the 
| world were used. These statements 
; were made by Second Vice-President 
' William J. Graham, of the Equitable 

Society of New York, in an address on 
| big policies before the Vermont Sales 
' Congress. Mr. Graham said: 
Temptation of Bigness 

Bigness is a relative term and _ per- 
! haps for the sake of the agent, bigness 
| should be viewed in its relative rather 















than in its actual sense. The agent 
who desires to write larger policies 
would do wisely for the most part in 
growing into that activity rather than 
trying to jump the hurdles which might 
distinguish him by many grades from 
the size of the policies to which he 
would aspire. 

The pursuit of the big policy in itself 

{ in the sense of writing one policy which 
would be equivalent to the agent’s nor- 
mal production over many months has 
been the undoing of many agents. The 
desire to specialize in some of the 
newer activities in life insurance which 
have developed big premiums has often 
been a fatal desire on the part of the 
new man entering the field. 

Beyond all this, there is now and has 
been developing for some years a de- 
mand for big units of life insurance that 
were almost unthinkable a few years 
ago. 


f 

What Created Demand 

j Before making more detailed refer- 
ence to the wisdom of any particular 

class of agents soliciting his type of 

| policy, it may be of interest to survey 

I the field today and identify the condi- 
tions which have created the demand 

| for larger insurances. 

1, Business insurance demands. 

2. Inheritance tax necessities. 

( 3. The intelligent application of in- 
' come insurance to cover heirs and de- 
pendents of wealthy persons. 

Where a contract for $100,000 insur- 
ance a decade ago was considered to 
be unusually large, such contracts to- 
day are commonplace events. Today 
the big contracts run to maximums of 
several hundred thousand. 

One recent application, which has 
* been much discussed, was for $5,000,- 

100. It does not appear that $5,000,000 

for insurance was available in that par- 
| ticular case. Contracts have also been 
mentioned for $10,000,000. 

Could Not Place $10,000,000 

It does not appear in the records that 
any such contracts have been placed. 
Nor from a hurried scan does it appear 
| likely that $10,000,000 of insurance is 

available today in the aggregate of all 
surance available on one life in the 
more secure companies in all the more 
stabilized countries of the globe. 

For a business insurance contract in 
the sum of a million or several million 
dollars is a difficult matter for even the 
Most perfect physical risk at preferred 
ages requiring in the conservative eyes 
of insurance management well estab- 
lished needs for this huge insurance. 

It goes without saying that the risk 
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MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 
Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 





JOSEPH C. BEHAN, Superintendent of Agencies 































|B | . A Complete Short Course 
Zia a in Selling from a New 


Angle----The Twentieth 
Century Answer to All 


V CREATIVE 
(s, Sales Problems. 
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CREATIVE 
SALESMANSHIP 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 
mncory PRODUCTIVE ADVERTISING 


Illustrated. 339 Pages. 


This book will open the eyes of business men, sales managers and salesmen 
to the unlimited possibilities in their particular lines when they approach 
and study their problems properly. It defines the human processes 





needful for modern business survival and brings together in one volume 
the principles and practices upon which successful selling must be built. 
It is a new scientific approach to all distribution problems. Filled with 
practical suggestions. 

Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. It has already 
received the endorsement of many business men. The Buffalo Commercial 
writes: “If the average knight of the road would buy a copy of this book, 
spend his spare moments reading and digesting it and then go out and 
put its theories into practice, it would be difficult to say how far he might 
not go and what high goal he might not reach.” 


PRICE $3.65, POSTPAID Send Your Orders At Once to 


THE EASTERN UNDERWRITER 


86 FULTON ST. NEW YORK 
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PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


Or PHILADELPHIA 


The Provident, organized in 1865, as The Provident Life and Trust Com- 
pany, preserves a continuous corporate existence, but, having mutual- 
ized, will be known hereafter as the 


PROVIDENT MUTUAL 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition which have arisen from 
fifty-eight years of conspicuous fair dealing. 


The policies of the PROVIDENT MUTUAL contain new and attractive 
features, including the recently adopted and exceedingly liberal Total 
and Permanent Disability Clause. 


An Increased Dividend Scale for 1923 











offered would, of necessity, have to be 
morally of high order. 


A large number of business insurance 
cases lightly mentioned in the daily 
press for large figures of insurance 
never materialize to the full extent 
quoted. Sometimes it is because poli- 
cies are not really applied for in these 
huge sizes, but other times the action 
may be due to the fact that the partic- 
ular life does not measure up in the 
judgment of all insurance companies as 
being available for their high limits. 


Of course, the great field of business 
insurance both as to the number of 
policies written and as to the aggregate 
volume is not to be found in these large 
policies but lies in the myriads of 
smaller insurances which the alert 
agent, dealing with the smaller type of 
——— policies, is too often passing 

y. 

It may be a mistake to call such an 
agent an alert agent because he is pass- 
ing by this large field of smaller sized 
business insurances, but I call him that 
because of his great alertness in deal- 
ing with individual insurance and to 
distinguish him as a man who can pur- 
sue the elusive prospects successfully 
where his vision leads him. The trou- 
ble is more with his vision than with 
his inertia, 

Big Business Policies 

Business insurance itself is suscepti- 
ble of subdivision into cardinal usages. 


Roughly, business insurance needs 
may be enumerated as follows: 

1. For the purchase or re-purchase 
of ownership. 

2. Credit. 

3. Indemnity. 

4. Sinking fund. 

5. Security of investors. 

Critical survey of these subdivisions 
with reference to the big policy brings 
out the thought that there is not enough 
life insurance available in the world to 
supply full indemnity in some cases. 
Kor example on the life of a man like 
Henry Ford or Thomas A. Edison or 
.the late E. H. Harriman or John D. 
Rockefeller or others who might be 
mentioned. Indemnity may be viewed 
in its two sub-divisions. 


1. That of supplying indemnity in 
some money measure for a loss such as 
would be occasioned by the death of a 
creative genius such as Henry Ford. 
The other phase of the situation would 
be insurance to discount prospective 
profits. Such, for example, as antici- 
pating ten years ago the probable com- 
mercial value of a life like Henry Ford’s 
and protecting against the contingency 
of loss of prospective profits by his 
premature death, 

Large policies are not needed often 
or always by big men in the sense that 
without them absolute disaster would 
overtake these men and their associates 
in the event of death. They are util- 
ized as a modern and prudent method 
of protecting against huge and unnec- 
essary losses which would otherwise be 
hazarded upon the great uncertainty of 
a single life. Time does not permit 
running through the business category 
to any great extent to pick out reasons 
for the big policy for business purposes. 


Two Big Cases Analyzed 


Reference may be made to two wide- 
ly discussed cases, to bring out two new 
usages. One for a $3,000,000 applica- 
tion on the life of a business head of 
a great paper manufacturing enterprise 
where the insurance was more partic- 
ularly designed to protect investors 
against decreasing values of their 
shares or bonds should death overtake 
this particular business genius. 


Another case that stays in mind is 
that involving $5,000,000 insurance on 
the life of a moving picture magnet. 
This man had put together moving pic- 
ture organizations some of which he 
had separately created. His vision and 
genius had developed the capitalization 
of a business running to many million 
dollars and with an annual budget of 
expenditure and income likewise high 
in the millions. Unquestionably insur- 
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ance of huge size was useful on the life 
of this man. 

A much quoted case running to huge 
size was that of a man who was the 
head of a great enterprise in the grain 
and milling business and who had de- 
veloped the confidence of bankers to 
the extent that permitted huge loans to 
this business built up by this man for 
his enterprises. The man’s early death 
left the business undisturbed and in ne 
small measure, because of the existence 
of this insurance. 

Big Inheritance Tax Insurance 

When the Federal Government and 
the various states enacted graduated 
estate and inheritance tax laws, new 
debts were created to be matured by 
the death of the property owner. These 
debts were due the state and the Fed- 
eral Government. It seemed not only 
wise but a patriotic measure for the 
individual to provide in his lifetime for 
available moneys for the prompt pay- 
ment of these debts. Life insurance, 
which matures by the act of death, was 
and is the logical measure for meeting 
a tax debt which also matures by the 
same act of death. It is the system of 
making the same act which produces 
the debt, produce the means of dis- 
charging the debt. 

Again looking at the estates of huge 
size, it is immediately apparent that for 
the Rockefeller’s, the Ford’s and some 
others there is not enough available 
insurance in the world to supply in 
full measure the cash necessary to sat- 
isfy the taxes evidently to be imposed 
for these estates. Nor are such estates 
of an order that would suffer greatly 
without life insurance. None the less, 
while these men can do without life 
insurance, any one of them who is in- 
surable can prove to himself by the 
simplest process of arithmetic and com- 
mon sense that any sum of life insur- 
ance obtainable, even though short of 
the amount of inheritance and estate 
taxes due, would prove a constructive 
measure for the estate and cause the 
expenditure of the premium to be a 
sound investment. One of the ultra- 
rich men in America goes further and 
says that such insurance is a hostage 
against destruction, that no rich man 
can afford to ignore. 

Of all the quotations on the subject 
of inheritance tax insurance, none could 
be more applicable or more convincing 
than the much quoted statement of 
Senator Elihu Root, who said: 

“I have come to the distinct conclu- 
sion that by far the best, and indeed 
almost the only practicable way of 
guarding against the possible ruinous 
loss through a forced sale of securities, 
for the purpose of paying the various 
estate and inheritance taxes which are 
being imposed nowadays, both by the 
national and the states’ governments is 
by means of life insurance which, for a 
moderate annual payment, will insure 
the sum necessary to pay such taxes 
without the sacrifice of the securities.” 

This remains the strongest single can- 
vassing document on the subject of in- 
heritance tax insurance. 

Insuring the Rich Woman 

It is also to be remembered that by 
means of these inheritance taxes, a 
situation has developed which makes 
logical the issuance of large life insur- 
ances upon the lives of rich ‘women. 
Before these taxes were enacted, there 
was no particular reason why a rich 
woman, not a business woman, should 
insure her life. The absence of insur- 
able interest was deemed to be suffi- 
cient to bring about rejection whenever 
such life was offered for any form of 
insurance for the benefit of her estate. 
Of course, rich women such as Mrs. 
Nethcer, the executive head of the Bos- 
ton Store, of Chicago, have been in- 
sured for large amounts but that was 
clearly accounted for as a business in- 
surance transaction. Well-to-do women 
like Madame Schumann-Heink and 
other singers and actresses have all 
been insured for a considerable amount 
but here there was a definite insurable 
interest in their earning capacity. 

The Income Policy 
The third important item increasing 


the size-of the policies, is the income 
policy. This was developed as a meth- 
od by which children and other bene- 
ficiaries already receiving sums of 
money considered ample or more than 
ample, could be protected against them- 
selves by putting a life income benefit 
at the bottom of the pile. 


Note that the monthly life income 
benefits for the wealthy insurer go at 
the bottom and not at the top of the 
pile. If such benefits were to be consid- 
ered from the standpoint of being at 
the top of the benefaction, they would 
not serve the purpose of carrying the 
conviction which comes from arguing 
the usefulness of such benefits when 
all other benefits may have been dissi- 
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develop and hold their business. 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its business that 
i reputation for stability and fair dealing. 


Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service to its policyholders. 
WINFIELD S. WELD, Supt. of Agencies 





absolute security that no matter how 
unwisely wealth may be handled or 
even viciously, that the insured will 
be interested in the thought that the 
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These new features will help Union Central g- 

Agents get more business: 

For policyholders: Increased Cash Values made retro- , ? 

active—Enlargement of Free Health Test Service— p 

5% interest on policy proceeds and dividends, left on , if 

deposit. & 

For agents: Home Office leads—Letter Circulariza- . w 

tion Service—Special Bulletin Service—Limit in- t 

creased to $200,000. | 

For prospects: New Business Protection Policy—New | 


Life Income Endowment Policy—Liberalized Disabil- ' 


ity Clause—Substandard Insurance. 


TEAMWORK—Boosting Policyholders and a Loyal : 
Agency Force backed up by the Home Office insure | 


success for the Union Central Agent. 


For agency relations write the Home Office. 


Tne Union Central Life Insurance Company 
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pig policy is depending on his aver- 
ages and these averages should hold 
as good for the intelligent agent writing 
among the larger type of person as 
would be the case of the intelligent 
agent writing among the smaller sized 
policy class.” 
Where the Volume Is Found 

Mr. Graham read some interesting 
figures here that indicated that less 
than 20% of all the volume of new 
pusiness was on risks of over $10,000 
in size whereas 25% of the entire vol- 


' ume of new business was on risks of 
| from $1,000 to $2,000 in size. A con- 
' trast of some figures taken on the new 
' pusiness of 1913 as a pre-war experience 


and compared with similar figures of 
recent date indicate that in 1913 40% 


- of the entire volume of insurance writ- 


ten was on policies of $1,000, $1,500, 
and $2,000 in size. The $1,000 policy 
was about 10% of the 1921 business but 
24% of the 1913 business. “You will 
note that the $1,000 policy has lost con- 
siderable vogue and, in fact, is going 
out of style. The agents who desire 
to increase their volume of business 
and particularly agents in rural dis- 
tricts, might do well to increase their 
volume by increasing the average ap- 
plication rather than in the struggle 
for the big policy. The agent who 
would eschew the $1,000 policies and 
sueceed in getting his minimum risks 
at $2,000 would apparently be making 
great strides so long as he applies the 
game rule of doubling the amount of 
insurance on up the scale to the va- 
rious other moderate sized classes.” 

“This is being done over the country,” 
gaid Mr. Graham. “The $5,000 policy, 
for example, supplies now 25% of the 
volume whereas in the pre-war days, it 
supplied only 18% and that the $10,000 
policy gives us now 15% of our total 
written as against 11% of the pre-war 
days.” 

Dr. Fischer’s Dwindling Dollar 

Another interesting point developed 
by Mr. Graham was with reference to 
the recent published figures of Dr. Irvin 
Fischer, who fixed the purchasing 
power of the dollar as of June, 1923, at 
62.4% of its pre-war size. “The fig- 
ures I quote,” continued Mr. Graham, 
“are all from the experience of the 
company with which I am associated 
but they probably offer some light on 
the question of the effect on the aver- 
age new policy of the shrinkage of the 
purchasing power of the dollar. 

“The average new policy issued in 
1922,” said Mr. Graham, “was for $3,300. 
According to Dr. Fischer, this has a pur- 
chasing power of about $2,200 according 
to the standards of 1913. In 1913, how- 
ever, the average policy issued was for 
$2,600. It would appear, therefore, that 
the average policy issued today by the 
company referred to is materially less 
in purchasing power than the average 
Policy issued in 1913. It is, moreov>r, 
interesting to know that the average 
policy did not increase appreciably 
from 1913 to 1918 since the average 
in 1918 was only $2,743. The increase 
came rather suddenly from 1918 to 1919 
where the jump was from $2,743 to an 
average of $3,228, than which average 
the 1922 figures are not materially 
greater. It would appear, therefore, 
that as far as the increase in the aver- 
age new policy issued is concerned, it 
18 more directly traceable to the period 
of war risk insurance and influenza 
epidemic, than to any other period. 

“There is no way of knowing from 
available records how far the increase 
in insurance in force on the individual 
has kept pace with the changes in the 
Purchasing power of the dollar since 
insurance records are available in the 
form of number of policies issued 
rather than in the amounts of agegre- 


Bate insurance in force on any one 
individual.” 





Pd D. Bowles, manager for the 
gar x Mutual Life, at Des Moines, 
a., is said by his company rarely to 
write a policy without the disability and 
seule indemnity features, if the pol- 
Ee _ be written with these features. 


8 one of the comnany’s leaders in 
Production, : 


GEORGE B. WOODWARD 
(Continued from page 3) 


soundness of his underwriting judg- 
ment regarding it vindicated beyond 
question. He was ever reluctant to 
speak publicly, but; when he did so, 
never failed to deiiver a worth-whils 
message, displaying great knowledge 
and understanding of his subject, and 
helpfulness to his hearers. It is a 
matter of record that on an occasion in 
Canada when called upon to address a 
body of field men, many of whom spok2 
French only, he spoke in their native 
tongue, to their great:delight and odifi- 
cation. Mr. Woodward was a man of 
wide reading and took a keen interast 
in literature and dramatic art, and left 
a valuable collection of rare books. 


“The sad circumstance of Mr. Wood- 
ward's death casts a shadow on ths 
president's brief respite from duty. In 
his absence abroad, on the only vaca- 
tion he has taken in more than ten 
years from his strenuous labors, it 
was necessary to cable him of our 
great loss. In answer we have the 
characteristically terse but comprehen- 
sive response: 

‘Heartbroken at the news. He 
cannot be replaced. Convey to his 
daughters and son my sincerest 
sympathy. Tully (the general 
Solicitor) joins. We loved him.’ 

Haley Fiske. 


“Mr. Woodward had a long, honor- 
able and highly succassful career. His 
floss to the company will be irrepar 
able. The announcement of his sudden 
death will bring grief to ail who ars 
connected with the company, both in 
the field and home office. It is a par 
ticularly severe shock to his fellow 
officers; he was a friend greatly bo 
loved by all of us. His place in our 
hearts can never be filled.” 


Tribute From President Fiske 

Last September, on Mr. Woodward’s 
seventieth birthday, his fellow officers 
staged a surprise party for him in his 
offices. Thea Metropolitan Glee Club, 
made up of employes, sang, there were 
many eulogistic speeches and he was 
presented with a handsome Tiffany case. 
On that occasion President Fiske made 
a characteristic talk, in which he said: 

“This is a very affecting celebration 
to me on personal grounds.. Of course, 
on official grounds we are all affected. 
We are thus affected because you and 
I and every one of the 7,000 people in 
this home office love George B. Wood- 
ward. He has made for himself during 
the twenty-eight years he has been here 
a place in the affections and hearts of 
every one around the home office. 

“I wrote him a card today. I said, 
‘Many happy returns of the day. Please 
live as long as I do. Your friend, Fiske.’ 


And I said that because I’ll be hanged 
if I know what I would do without 
Woodward. I want him to live as long 
as I. He is one of the men I constantly 
rely on. He is a learned insuranc® man. 
He is not only an actuary. He is an 
executive officer of the highest degree, 
and he ought to be. 

“If a man could not learn the execu- 
tive office in fifty-five years he would be 
a hopeless sort of person. Woodward is 
very far from hopeless. My own per- 
sonal acquaintance with him runs back, 
well, I should think, thirty years, more 
or less, and when I first knew him he 
was secretary of the John Hancock. 

“He has made a great name for h{m- 
seif in the field force of this company. 
It isn’t very often that we catch him 
to make a speech or read a paper, but 
there isn’t anything he gets up that 
is not listened to with great attention 
by the field. And there is nobody 
around the home office who can give 
us so much advice in such a small com- 
pass of space as Mr. Woodward. He 
never says anything unless he has some- 
thing to say. As to the home office, 
he has general supervisory charge of 
the whole establishment, as you know. 
He planned the various extensions of 
our buildings, a piece of work which 
very few men could do and nobody 
could do as well because he knows 
the work of every division in the home 
office.” 











“Twixt the Cup and the Lif” 





‘“Oft times many things fall out between the cuf and the lip” 








HESE words were written over three hundred 
7 years ago by Robert Greene, a contempo- 

rary of Shakespeare. Greene lived a disso- 
lute life and wrote on his death-bed “A Groats- 
worth of Wit Bought with a Million of Repent- 
ance.” The words first quoted above have stuck 
in men’s minds and we have a short modern 
version— 


“There’s many a slip 
Twixt cup and lip.” 


Almost—but not—to get a thing one has 
planned for, labored for, thought he was sure of, 
seemed to have in his grasp—that is the tragedy 
of life and endeavor. 


Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Sometimes 
they are the result of carelessness or ignorance 
on our own part. But they happen, and we lose 
what we had set our hearts on, and that’s the 
tragedy. Occasionally the loss can be made good 
—only time and labor may be lost; but usually 
such losses, such failures “twixt cup and lip” 
affect us, our children and, ultimately, their 
children. 


What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 

Would it not be the welfare of your family? 


What would be the greatest calamity that could 
befall you? Would it not be— 




















FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that duty, 
you should decide to insure your life, and should 
apply for a policy and be found an acceptable 
risk, and then die while the papers were in tran- 
sit—that would be a tragedy indeed! That would 
be one of the many things that fail “twixt the 
cup and the lip.” There is something terribly 
suggestive in that title—‘A Groatsworth of Wit 
Bought with a Million of Repentance.” Greene 
was writing a record of his own life. 


Well, it need not so happen to you; your “mil- 
lion of repentance” may be avoided. 


If you apply to the New York Life Insurance 
Company for its new form of policy, pay your 
premium with the application, and are found to 
be an acceptable risk, you are insured from that 
moment. This is a new feature of New York 
Life policies, and it has already saved the insur- 
ance of at least one applicant who died before 
the policy was issued. He was accidentally killed, 
and under the Double Indemnity feature, which 
was also included in the policy applied for, his 
family was paid double the face of the policy. In 
that case, “twixt the cup and the lip,” something 
fell “in” and not “out.” 


Send for a New York Life Agent and find out 
all about it. 
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New York Life Insurance Company, 346 Broadway, N. Y. 


DARWIN P. KINGSLEY, 
President. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















Many people are much 


Give Them more easily convinced 
Disinterested by disinterested evi 
Evidence dence than by what 

the interested agent 


may tell them, however stirring and im- 
portant that evidence may be. An in- 
stance of good tife insurance publicity 
that may be utilized by agents is a re- 
cent article in “The Dairy Farmer” giv- 
ing reasons for life insurance. Some of 
the reasons follow: 

One young man went through the 
university by borrowing from his insur- 
ance policy. A grocer saved his busi- 
ness from bankruptcy by drawing on 
his life insurance. A banker would have 
seen his bank closed had he not drawn 
on his own life insurance reserve. A 
school teacher was summoned to serv- 
ice in the war and she_ borrowed 
enough on her life insurance to take 
her to Europe and do her bit over there. 
She paid it back. 

My insurance friend took the names 
of fifty farmers carrying insurance in 
his company. Twerty-nine of them 
had borrowed on their insurance dur 
ing the stress when they could not get 
a dollar from the banks or elsewhere. 
Farmers do not borrow on their insur- 
ance during good times. 

Insurance is an investment as well 
as a safeguard against the fatal day. 
Old line insurance is carrying the risk 
and at the same time putting your 
money on deposit so you can get it back 
with interest if you live or serves its 
purpose in providing for the widow and 
children if you do not live. 

s e - 
The Penn Mutual Life 


Examplesof suggests a study of 
Income the following exam- 
Arrangements ples of income ar- 
rangements to stim- 


ulate ideas along this line: 

Age of insured, 35; age of wife, 33; 
children, age 2 and 3. A $2,000 ordin- 
ary life policy, and a $10,000 ordinary 
life policy, together with a continuous 
monthly income policy providing $60 
a month. 

At death of insured, $2,000 in cash 
to the widow. Also $37.50 a month to 
her in interest on the $10,000 policy un- 
til each child reaches age 18. This 
makes approximately $100 a month 
which the widow will receive until the 
children have reached age 18. Then, 
the $10,000 under the ordinary life be- 
ing still intact, it is used in install- 
ments for the education of the children, 
$5,000 of principal being apportioned 
for each child. The widow will con- 
tinue to receive $60 a month under the 
continuous monthly income policy, and 
it will be paid to her for life. 

But should the insured reach age 65, 
and the insurance protection be no 
longer needed, he can surrender the 
two policies for their cash surrender 
value, and receive a lifelong monthly 
income of $80. At that time his two 
ordinary life policies, one for $2,000 and 
one for $10,000 plus his continuous 
income policy, whose insur- 


monthly 


ance value is $11,028, totaling $33,000, 
will have a cash surrender value of 
about one-half the face value. 

Age of insured, 35; age of wife, 33; 
children, ages 2 and 3. An ordinary 
life policy for $2,000, and one for $10,- 
000; together with a continuous month- 
ly income policy, providing $100 a 
month. 

At death of insured, $2,000 in cash to 
the widow. The $10,000 ordinary life 
policy, will yield her about $60 a month 
for 20 years. In addition, the monthly 
income policy yields her $100 a month. 
She would therefore receive $160 a 
month for 20 years. By that time the 
$10,000 would have been used up and 
the continuous monthly income of $100 
would be her reliance for life. 

Should the insured live to age 65, he 
could surrender these policies for about 
$15,000, which, would supply him with 
an income of $100 a month for the re- 
mainder of his life. 

s s s 
In the past few years the 


Need For American business man 
Business has suddenly awakened 
insurance to the realization that the 


most valuable asset a 
business can have is able management. 
Sufficient working capital; up-to-date 
equipment; ample labor supply; avail- 
able markets—all these are important 
factors, says the Travelers. But com- 
panies enjoying all these advantages 
have failed to succeed because the man- 
agement was weak; while other com- 
panies, lacking one or more of these 
factors, have pulled through to success, 
because the men at the helm were equal 
to the task. 

Business men are now beginning to 
appreciate that if it is important to in- 
sure buildings, equipment, and inven- 
tories against fire, explosion, and other 
hazards; if it is necessary to carry 
compensation insurance on the em- 
ployees, so that death and injury claims 
arising from a disastrous accident will 
not bankrupt the company, it is equally 
important to protect the company 
ugainst the financial loss that it would 
suffer if one of its most valuable assets 

one of the men responsible for its suc- 
cess—should be suddenly removed by 
death. It is because men are now be- 
ginning to appreciate the full value of 
experienced and able management that 


business life insurance has grown so 
rapidly in popularity within the past 
five years. 

eee 


If you introduce yourself in 


Good the usual method as a life 
Selling insurance agent, you do not 
Points create interest in your propo- 
sition, says F. N. Ballard, of 

the Great-West Life. When you 


call on a prospect, ask some questions 
that will arouse interest, such = as, 
“Have you ever thought of capitalizing 
your abilities?” or “Have you ever con- 
sidered capitalizing your brain power?” 
They usualy ask, “What do you mean?” 
This is your chance to introduce your 
subject. Half your trouble is over. <A 






































INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 331, 1922. 


MND <ycah Sabhinh sGbUE ANAS Lon abouaes hs nad asucnlcnessanbs Eos cocb kkk os 

Liabilities Li nmsh achonesh eineee kescaren cobb avate eet sc cisco ee ees soniae rrr 
SN MN MN. «ssc duscnas caccahatececutsanensccentsaesce seseoessecees. nnn 
ee eae ee ere ee eae ae Cpawaeaseuneenkies 230,322,163.00 
OOS, DO DGG IUN II 5.55. cise cekontUeinncnne.esas'cocssGcbcecesecncececenses ea 2,331,155.50 
Total Payments to Policyholders since Organization...................+...., ‘ $30/051,860.92 


JOHN G. WALKER, President 





1867 


Dec. 31 
Se Stvacnuaeews 
DE 128s ahawteans 


per cent. 
For information 
Address: Home 


1923 


EFQUITABLE LIFE 


Insurance Company 
OF IOWA 
A Company of Stability and Progress, 
Safety and Liberality 


Admitted 
Assets 


$12,431,725.00 
$44,995,738.00 


The net return paid on funds left with the Company is 4.8 


ei 


Insurance in ; 
Force F 

$ 67,326,327.00 
$313,132,592.80 


regarding agencies 
Office—Des Moines 








few days ago, when I asked a prospect 
a question similar to the above, I ac- 
quired his interest at once and before 
| had spent five minutes in explaining, 
he asked: “How long has your com- 
pany been selling that kind of a pol- 
icy?” I replied: “For over thirty 
years,” and when I had finished, he 
said: “I wish you to submit to me, in 
writing, particulars on a _ $40,000 
Twenty Year Endowment Policy, my 
age is ——, and I wish you to spend 
an evening with me soon, to go over 
it with Mrs. — — and myself.” 

In regard to the big business man, 
don’t you think it is an evidence of 
ability for him to put some of his earn- 
ings into a “special sinking fund’ to 
create a reserve for his business and 
at the same time provide capitalization 
to partly offset his loss should death 
occur? If so, why not think of some 
question to ask, a little out of the or- 
dinary, to arouse his interest, and 
thereby procure an opportunity to ex- 
plain what can be accomplished along 
these lines by a Great-West Life insur- 
ance policy? 

All classes of people have made so 
many mistakes in the investment of 
their surplus earnings, that when you 
call on a stranger, his first feeling is 
one of fear; fear that you may try to, 
and possibly succeed, in selling him 
something which may result in another 
error. When you point out to him, 
however, that a life policy contains 
none of the faulty features which have 
spelled ruin to his other ventures, he 
becomes interested and wishes to pur- 
chase a “safety first” investment for 
his surplus earnings. 

Every man has notions of his own 
and it is usually wiser to make your 
proposition fit in with his plans, than 
try to convert him. There are right and 
wrong times to seek interviews. Many 
agents \run around at random, giving 
little thought as to whether they are 
making their calls at appropriate hours. 
They get few interviews, valuable time 
is wasted, and they write a minimum 
of business. Not long ago, I decided to 
call on the manager of a large business 
concern. He was a busy man and it 
was necessary to make my call at an 
opportune time. After some thought, it 
seemed advisable to call at 6 p. m., 
just when his day’s work was off his 
mind and his desk cleared. Had I 
called at an earlier hour his clerk 





would have been asked to learn the | 
nature of my mission before admit. 
tance, but at this hour the clerk wag 
told to show me in. I soon learned that _ 
he had a policy of fifteen years stand. — 
ing with the Great-West Life, was in. 
terested in policy results and that led 
to the subject of more insurance. He 
gave me a full hour without a murmur 
and, aS we went out, he remarked that 
I was the first life insurance man to 
gain admittance to his private office 
during the last two years. 

If we are to be successful we must 
study our men—their financial difficul- 
ties and successes. 
calls at suitable hours. 
fer them something that will, in their | 
opinion, make their 
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position more © 


sound, and finally we must make them — 


a definite proposition which will de. | 
mand an answer “Yes” or “No.” Too 
small a proposition for the big fellow 
is often wors¢ than, too large an appli- 
cation for the little fellow. Lay out 
your proposition with paper and pencil, 
With most men the sense of sight is 
keener than the sense of hearing, there 
fore it is a good idea to use a heavy 
checking pencil to stress your main 


points. It is unwise to talk across a 
desk. To be seated beside the pros 
pect creates more confidence and is 


much more effective. 
eee 
An agent of the Great: 
Shows His West Life says: “I find, 
Own Life in talking Yife insurances 
Policies to a prospect, that it 


pays to be able to show 
one’s own policies and thus be able, up 
to a certain extent, to show what ac- 
tually has resulted to-date in the way 
of profits accrued, cash and loan values, 
etc. Talso find that the amount carried 
by myself is above the average and 
that it impresses the great majority of 
prospects favorably.” 





The Rochester, N. Y., office of the 
Phoenix Mutual Life has moved from 








the Powers Block to the ‘Triangle 
Building. 
F. C. Oetking, former district agent 


for the Bankers’ Life of Des Moines in 
Sheboygan, Wisconsin, has resigned as 
agency manager for that company at 
Mankato, Minnesota, and will return to 
a work in the former Wisconsin 
eld. 





tives. 


Independence Square 





THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it renders 
to its members and to its field 


Back of your independence it is ready to 
stand as an economic bulwark. 


The Penn Mutual Life Insurance Co. 


representa- 


Philadelphia 
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Based on Education 


HALL & McNAMARA’S SYSTEM 


Young Agency Has Achieved Remark- 
able Results By Classes And 
Unusual Advertising 





& McNamara agency of 
Life at 25 Church 
Street, New York, which made a re- 
markable record in paying for over 
$10,000,000 of new business during the 
first six months of this year and this 
by an agency ‘that had been started 
only twenty:six months ago, was 
asked by The Eastern Underwriter to 
tell something of their methods. 
Thorough Educational System 


Hail 
the Penn Mutual 


The 


From the beginning, the Hall & 
McNamara educational methods at 
tracted attention. Three series of lec- 
tures are held every year in fall, 
winter and spring terms. Each lecture 
course lasts ‘welwe weeks, with one 


meeting weekly for one hour, from 5:15 
to 6:15 p. m., with a different course 
operating every night in the week, ex- 
cept Saturday, covering the following 


subjects: 

Monthly Income Insurance; Inhert- 
tance Tax & Life Insurance; Sales 
manship; Elementary Fundamentals; 


Income Tax Law; Its Effect on Life 
Insurance. : 
The last 


term, completed 


spring 





J. ELLIOTT HALL 

about a month ago, had an average 
weekly attendance of 225 brokers, in; 
dependent writers, and surplus agents. 


The latter only where it had been 
definitely established that there was 
no conflict with the surplus agents’ 
home agency. Excellent results were 
accomplished in equipping men with 
high class selling motives and exact 
technical information. The attendance 
expected during the fall term which 
will commence about the end of 


September, will probably exceed three 
hundred. 

Thess courses are entirely separate 
from the specialized cours? of three 
weeks duration, which every full time 
Hail & McNamara associate must at 
tend upon entry into the arency, and 
satisfactorily complete before he is 
permitted to represent the organiza 
tion in soliciting. During his first six 
months thereafter, the beginning asso- 
Clate attends’ a half-hour meeting 
every morning in a problem absorp- 
tion class, in order that each new- 
comer may gain the benefit of the 
difficulties his fellows have experi- 
enced, and see them properly handled. 
A regular agency meeting which is the 
feature of the week’s educational acti- 
vities, is held every Monday morning 
from 9:15 to 11 a. m., under the actual 
Control of the agency personnel, with 
an associate salesman as chairman, 
and with the agency principals only 
a8 commentators and advisors. Actual 


interviews by the agents with a 
definite set of circumstances  an- 
nounced, just prior to selecting “agent” 
and “prospect”; and five minute talks 
by four different associates each week 
on business subjects, make up a 
gathoring of transcending interest and 


value. The entire agency personnel 
attend these meetings and generate 
great enthusiasm, so that aside from 


the instruction value, they have been 
great morale builders. 

Use of Advertising 
the Hall & McNamara Ageney 
have become so generally 


That 
should 





JOHN C. 


McNAMARA, 


JR. 


known in so short a period is in no 
smalki measure due to the unique and 
attractive advertising matter of their 
direct mail campaign. Only recentiv 
ths publication by the ageney of a 
copyrighted schedule of transfer debts 
and inheritance tax attracted wide at 
tention. 

Hall & McNamara are experimenting 


further with the merchandising idea, 
their latest being a demonstiration of 
obtaining 7% answers to the interest 
creation mail matter to the public. 
using different types of premium 
awards. In an endeavor to aid the 
solicitor, Hall & MeNamara will cir 


cularize wny list of names without ex 


pense, unless answers are obtained, 
and then only a minimum. So diver 
sified efforts to get and keep before 


the insurance and general public, must 
bear results. Hall & McNamara lett?r- 
head carries at the bottom of the sheet 


in fine italics, the slogan, “The most 
rapidly growing organization of its 
kind in the world.” 

The personnel of the ageney ar3 


young, the average age of the soliciting 
personnel being 31 years, young college 
men from Harvard, Yale, Princeton, 
Notre Dame, Georgetown, Fordham, 
Williams, Amherst, Pennsytvania, La 
fayette, Lehigh, New York University, 
are on the staff. J. Elliott Hall and 
John C. MeNamara, Jr. are young men 
themselves, being respectively thirty 
eight and twenty-eight years of age 
Practically ail their soliciting assy 
ciates have been in the business not 
more than two years, and many of 
them less than a year. The agency 
employs no financing methods, op2rat 
ing strictly upon a basis of no drawing 
account—-pure commission compensa: 
tion under identical uniform contracts. 
F. O. Dunning With Agency 

Possibly a bit of balances to merg¢ 
the conservatism of long agency ex 
perience with youthful force, was sup 
plied by the combination of F. O. Dun 
ning & Co., long a Penn Mutual Agency 
in the Woolworth Building, with Hal! 
& McNamara, early in the present 
year. F. O. Dunning brought the 
counsel of a lifatime in the business 
into the young agency, and a wide 
and favorable acquaintanceship with a 
host of insurance men. This has had 
excellent results, in that the business 
of the F. O. Dunning accounts have 
bulked into a far greater total than 
ever before, due to Mr. Dunning being 


raleased from agency detail, so as to 
be able to give his personal attention 
to their devetopment. 

Hall & McNamara place no little 
credit for the advancement of the busi- 
ness upon David B. Adler, general 
manager, in charge of all agency work, 


and Anthony P, | Uihlein, assistant 
manager, in charge of servic to 
brokers and outside agents. The out- 


side executive soliciting forc2 of the 
agency is composed of seven compe- 
tent brokers’ representatives, as fol 
lows: John F. Balfe, William J. Julius, 
Walter A. Herron, James T. Hodgskin, 
Leo J. Louprette, Sherman A. Man- 
chester, and Pierre St. John. These 
men have built up and continually are 
extending a strong Hall & McNamara 
‘following on the “insurance street.” 
An analysis of the Hall & Me 
Namara business shows that in obtain 
ing volume, quality has not been 
sacrificed, the calibre of the business 
submitted being of the the highest and 


Geanest type resulting in a _ lesser 
doclination ratio for the agency than 
for the company as a whole. Tho 


average policy is hither than that of 
all companies, the volume of $10,029, 
090 representing 1,303 policies, for an 
average amount of $7,700 each; with 
an average premium per $1,000 of 
$31.52. Nearly 50% of the total busi- 
19°ss is upon some type of income plan, 
and is preponderatingly ordinary life. 


Hat’ & McNamara confidently be 
lieve that 1923 ig going to be the 
bigrest life insurance volume year to 


date, eclipsing even 1920. 





F. O. DUNNING 


QAM 


A NEW YORK LIFE IN- 
SURANCE COMPANY 


Offers an attractive manager’s con- 
tract for HARRISBURG and SOUTH- 
ERN PENNSYLVANIA in which ter- 
titory the Company is not represented. 











Agents receive co-operation at all 
times, they are assisted with prospect 
service plans, $100,000 and $200,000. 
Clubs, attractive literature, up to date 
policy contracts, and quick action on 
applications. 


A Home Office official will be glad to 
talk with you about a practical method 
of developing a successful agency. 


All negotiations strictly confidential. 


Address Success 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 





GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 


The 63rd Annua] Report shows: 


Premiums received during the 
POND TD cccaccantccctquccanteness 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
WRU) ccddcnheccdcccasschacneadaaaas 5,400 
Amount added to the Insurance 
Reserve Funds .........cseseeees 
Net interest Income from Invest- 
ment 
($722,352 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 52.87% 
of the amount expected. 
Insurance in Force.............-- $232,163,082 
Admitted Assets 6 


For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
=! 











Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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Prudential Issues 
Salesmanship Book 


PART OF INSTRUCTION COURSE 





Selling Suggestions Used to 
Meet Various Needs of 
Policyholders 


Direct 


The Prudential, of Newark, has just 
brought out the second of its educa- 
tional booklets in the company’s new 
of instruction for its agents. 
is devoted to salesmanship 
and discusses how to get prospects, 
presentation and closing. The booklet 
is chiefly for the instruction of new 
agents but contains many valuable sug- 
gestions that may be utilized by old 
agents as well. Some of the direct 
selling talks given in the book follow: 

Rent of Home.—Wouldn’t you like to 
arrange matters so that in case of your 
death the money for rent of your house 
or apartment will be paid to your fam- 
ily so that, for a while at least, they 
would not have to move? 

(Suggest Whole Life Monthly Income 
policy for an amount of income equal 
to the monthly rent.) 

Education of Child.—You have young 
children for whose school or college 
education you will wish to provide, so 
that when they reach the proper age 
the money will be on hand. 

(Suggest Endowment policy on the 
father’s life to mature at the time when 
funds for educational purposes will be 
needed.) 

Paying off Mortgage.—There is an 
arrangement for making certain that 
the money to pay off the mortgage on 
your home or store will be on hand in 
case you die before it has been paid off. 

(Suggest Whole Life policy, or, if 
premium seems too high for the pres- 
ent, suggest part Whole Life and part 
Term, the combined total to equal the 
amount still due on mortgage.) 

Loss in Business.—My company of- 
fers a plan which will enable you to re- 
store to your family, in the event of 
your death, any money loss which you 
have met with in business or otherwise. 

(Suggest Whole Life insurance for 
amount of the loss as easiest way to 
restore it to the family. If he feels that 
Whole Life rate is too high suggest 
part Whole Life and part Fifteen-Year 
Term.) 

Continuing his Salary.—Would you 
like to have a great institution like The 
Prudential continue all or part of your 
present salary to you commencing a 
certain number of years from now, or 
to your family should your income be 
stopped at any time by your death? 

(Suggest Continuous Monthly Income 
insurance on Life or Endowment plan 
for a monthly income equal to or less 
than present monthly salary.) 

Four and One-Half Per Cent a Year 
to Beneficiary.—Let me tell you about 
the Prudential trust fund privilege un- 
der which your beneficiary can, in the 





course 
This one 











PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 


111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 


ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


—————oaaaaaa=SS=NNnh)™=>=—=—=——===—_—=— 





event of your death, leave the amount 
of the insurance with the company and 
draw interest at the rate of 342% per 
annum (guaranteed) and interest divi- 
dends (not guaranteed, but now run- 
ning at one per cent), or a total of 
4%% per year. If you direct that only 
the interest be paid to your wife and 
the principal paid to your children at 
the wife’s death, without any option to 
the beneficiaries to take any other form 
of settlement, the interest my company 
pays her will not have to be included 
as “income” in her annual federal in- 
come tax report to the government. 
This is one of the few interest or divi- 
dend incomes that do not need to be 
included in the federal income tax re- 
turns. 

(Talk any form of policy you find 
hest fits his case, but explain this trust 
fund feature as a matter of added 
interest.) 

Offering Service.—I haven’t called to 
sell you something, but I want to help 
you with one or more of your thrift 
plans if you care to discuss any one of 
them with me. 

(A good opener when calling upon 
entirely new prospects, and enables you 
to find out how much and what kind of 
insurance is carried.) 

Help When Most Needed.—lf you be- 
come totally and permanently disabled 
before age 60 and carry a certain form 
of Prudential insurance, the company 
will relieve you from paying premiums 
during your disablement, and in addi- 
tion pay you $10 a month for each 
$1,000 of insurance as long as you con- 
tinue disabled. These waived pre- 
miums and disability income payments 
will not be deducted in the event of 
your death from the amount of your 
life insurance. 

(When in doubt as to what feature of 
the policy should be talked about, open 
with the foregoing statement about dis- 
ability income. This feature alone has 
prompted many to buy life insurance.) 


The Presentation 


From one or more of the “openers” 
in the preceding section you will get a 
response which should guide you in 
shaping a proposal for immediate dis- 
cussion. 

Mortgage.—Suppose he has shown in- 
terest in your reference to insurance to 
cover the amount he owes on his home 
or store. Find the amount of the mort- 
gage and recommend that the prospect 


buy Whole Life insurance for that 
amount. If he is age 37 and owes 
$1,000, show him that by paying the 


bank interest of $60 and The Pruden- 
tial $25.68 (premium on $1,000 Whole 
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Life) he is paying but 842%. Ask him 
if he would not prefer to pay 84%% a 
year and save the home in case he died 
before the mortgage had been paid off, 
than to pay 6% a year and perhaps 
compel the family to lose the home or 
make some sacrifice to hold it. If pre- 
vious insurance is carried (fraternal or 
old-line), recommend its continuance, 
for it will probably all be needed. If 
the premium on the Whole Life seems 
too heavy, offer part Whole Life and 
part Fifteen-Year Term (except where 
occupation is such that special rating 
would be necessary). Explain that the 
Term policy can be changed to Whole 
Life within twelve years. If a Term 
policy is sold, do not forget that it is 
your duty and obligation to closely fol- 
low up the case and see that it is con- 
verted to a more permanent form of 
insurance as soon as it is possible to 
do so. 


Losses in Business.—Suppose the 
prospect seems interested in your ref- 
erence to a loss sustained in business 
or elsewhere. Ask him to tell you in 
confidence the approximate amount of 
the loss and then show the premium 
for a Whole Life policy for the amount 
of the loss. If it is $1,000, explain that 
$25.68 a year (rate at age 37) paid dur- 
ing his lifetime would restore the loss 
to his business or his family in case of 
his death and that only through life in- 
surance could such a loss be made up 
to the business or to the family. Ex- 
plain that even if he lived many years 
the policy would always take care of 
someone for some time. 

Educating Children.—Suppose your 
reference to money for educating his 
boy or girl appealed to the prospect. If 
he has one now age 10, for example, 
show him that Endowment policies on 
his own life would supply the funds 
needed when the child reaches the age 
when money for schogl, college or tech- 
nical training must be ready—say the 
eighteenth, nineteenth and twentieth 
years. The father’s life may be insur- 
ed under three $1,000 Endowment poli- 
cies (if $1,000 is the amount he thinks 
will be required each year), one due 
when the child reaches 18 (an Kight- 
Year Endowment), one due when age 
19 is reached (a Nine-Year Endowment), 
and the last due when age 20 igs 
reached (a Ten-Year Endowment). 
Through this plan $1,000 would be 
ready during each of the three years 
of heavy expense, but if the father died 
before the child reached age 18, $3,000 
would be due, and, if requested, would 
be held by the company in trust with 
interest and paid out $1,000 at a time, 
beginning in the child’s eighteenth 
year. This would insure the expenses 
of a three years’ course. The father 








could, of course, insure his life 4, 
$3,000 under one Endowment pol; 
falling due when the child reached ay 
given age. 

Insurance Measurements. — The 
may be times when the prospect qe, 
not or will not give you certain jinfy 
mation about his family or businegs », 
quirements and insurance holdin, 
necessary to enable you to make \) 
your insurance proposal for him on th) 
spot. In such cases secure all the faa) 
you can and tell him that you wish th 
privilege of returning later at an ap 
pointed time with a written propog) 
which will help him to decide just wha! 
is best to do. Assure him that any jj 
formation he will let you have in th 
meantime will help you to take mon 
accurate measurements for his  ingyt 
ance needs. 

Before returning to “try on,” g0 t 
speak, the garment which you beliey 
will fit, consult with your  assistan; 
superintendent or superintendent, why 
will assist you in preparing your pro- 
posal. Never become discouraged whey 
you arouse the prospect’s interest jf 
you do not get all the facts necessary 








PREP 


to work up a proposal in his pregence 

You must have made some Progress F 
for you aroused his interest. Before © 
you leave him you may draw out some | 
useful facts such as his date of birth, 
the amount of insurance now carried, 
approximate income or salary or other 
data which will be needed to build up 
your proposal for the next interview. 





The value of the friend. 


Grasping ly touch and _ personal 
Every Little element in business 
Opportunity correspondence igs jl. 


lustrated by an experi- 
ence of a Northwestern Mutual agent. 
This man received a dividend check on | 
a small amount of stock he owned ina 
local public utility. Accompanying the 
check was a letter from the president 
of the company, to the stockholders, 
The agent, instead of treating the 
letter as a form proposition and throw- 
ing it in his waste basket, recognized 
the spirit that prompted it and imme- 
diately replied, expressing his apprecia- 
tion of the*check, the letter, and espe- 
cially the success of the company. He 
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added a brief paragraph congratulating 
the management on the wonderful 
changes worked during its administra- 
tion. 

Several months later the agent re- 
ceived a telephone: call from an officer 
of this company, called, wrote an ap- 
plication without competition and 
shortly afterwards delivered the policy 
and received a check. Then came this 
letter: 

“Perhaps you may be interested to 
know the reason why, when | decided 
to take more insurance, I merely called 
you up and did not think of discussing 
the matter with any other company. 

“When we sent out dividend checks 
for our preferred stock, we composed 
a letter. I took some pains with both 
the first and second edition and when 
the president approved, he signed them. 
A number of answers, both verbal and 
written, were received and among them 
was one from you which was about as 
nice as any that came in. While at 
that time I had quite made up my mind 
that I would never add any more in- 
surance to my line, I determined that if 
I did, I would place it with only one 
company.” 
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Life Insurance Pays 


INDUCES CAREFUL STUDY 





Better to Specialize in Form of Pro- 
tection Than in Special Class 
of Prospects 





The question is often asked whether 
it pays for an average agent to have 
some specialty in life insurance or 
whether, like the general practitioner in 
the medical world, he handles all 
classes of policies. The answer was 
recently discussed by the Manhattan 
Life, of New York, and the company 
gays, that if an agent finds he is more 


successful or has a special leaning 
towards a definite kind of contract, 


there is every good reason why he 
should follow this up and the prospects 
which it will attract, to the exclusion 
of all others. Not that an agent should 
neglect to have a general knowledge 
of the other usual forms. He will cer- 
tainly have an opportunity quite fre- 
quently to make use of his knowledge 
about these policies. Nevertheless, if 
he is an inheritance tax specialist and 
his prospect realizes this fact, it gives 
him a certain amount of prestige at 
the start of the interview which will 
naturally have its effect upon the pros- 
pect. 

A life insurance man of the vintage 
of 1923—one who has been in the busi- 
ness about six months and has been 
phenomenally successful in that short 
space of time, stated the other day that 
he had had the experience frequently 
in the past of being solicited for life 
insurance, but had never taken the mat- 
ter seriously. In fact to him it ap- 
peared that the agents who approached 
him did not know much about what 
they were trying to sell him. They 
apparently were not specialists in any 
particular branch of life insurance and 
did not make much of an impression 
upon the prospect who later became a 
full-fledged agent himself. 

Selling One Class 


It is quite possible that the agents 
who approached the man who later be- 
came an agent himself, did not happen 
to be well informed. They might not 
have tackled their prospect in the right 
way. Too many agents antagonize the 
man they are talking life insurance to, 
especially when he does not at fist 
show much interest in the proposition 
which they are presenting. 

But it is much better to specialize in 
some form of contract than to devote 
oneself to some special trade or busi- 
hess for prospects. There are many 
agents who do this. Then, when gen- 
eral business conditions affect the line 
in question unfavorably, the agent is 
more or less at sea. He has devoted 
his attention to men in this trade, but 
manufacturing conditions are at a stand- 
still in this industry. So the agent has 
lost for a time the type of men whom 
he is accustomed to insure. He per- 
haps loses heart because his prospects 
have been taken away from him. 

On the other hand, if he had_ spe- 
Clalized in some special form of policy, 
like partnership or corporation insur- 
ance—he would have a market for his 
wares, no matter what happened, be 
cause a local business depression does 
not affect equally all branches of busi- 
ness, or all lines of manufacturing. 
There is no question about it. 


Styles in Policies 

Business successes run in cycles and 
the agent who uses his head, takes ad- 
Vantage of all these changes in ingsur- 
ance market conditions. Even policy 
Standards change. There are popular 
Styles in life insurance over a given pe- 
riod of years. For a time the slogan is 
pure protection, not investments. Then 
the pendulum swings around again and 
life insurance ig talked from the in- 
yesthent standpoint, as being more 





Ordinary Life And 
Income Compared 


ADVANTAGES OF LATTER FORM 





Kind of Policy Depends Upon Need But 
Income Policy Serves Many 
Protection Purposes 





To the actuary all insurance contracts 
represent equal value for the money 
put into them. What the assured 
should buy depends upon what partic- 
ular form of protection is wanted in 
return for the premium, but the follow- 
ing comparison between ordinary and 
income contracts, made by the Con- 
necticut General Life, shows the many 
strong points in income insurance: 

Assume that the prospect is a man 
45 with a wife 45 and with two children. 


‘He wishes to increase his estate by, 


say, $10,000 and to provide that the in- 
come from this estate will be payable to 
his wife during her life and that after 
her death the principal will go to his 
children. If he takes an ordinary life 
policy for $10,000, the proceeds may 
be used in one of ths following ways: 

1. Paid in one sum to the wife with 
a fair chance that it will soon be lost 
by extravagance or unwise investment. 

2. Placed in a trust fund with a re- 
liable trust company which will invest 
in conservative securities and pay the 
income after deduction of expenses 
Although the trust company will not 
guarantee either income or principal, 
it will pay to the children the value 
of the trust at her death. 

3. Left wth the company it g#uar- 
antees 34% and is now paying 44%. 
It further guarantees the full $10,000 
to the children. 


For Small Additional Cost 


Although experienced investors know 
that it is difficult for any individual to 
net 44%% year after year without loss 
of principal or income, many a prospect 
feels that he would like to have his 
wife receive a higher income than is 
obtainab'® under method “2” or meth- 
od “3. Hitherto it; has not been pos 
sible to make such an arrangement 
without using method “1” under which 
there is always the risk of loss. Under 
the principal and 6% policy the com- 
pany now says to the prospect: “We 
will guarantee to pay your wife a life 
income of 6% after your death provided 
vou will pay us an extra premium as 
long as your wife and you are both liv- 
ing.” 

This extra premium is carefully fig- 
ured according to the law of averages. 
The amount contributed by the various 
persons insured is just sufficient to pro- 
vide the additional income to the bene- 
ficiaries who survive. The obligation 
to pay the extra interest is a risk as- 
sumed by the insurance company. This 
risk terminates if the wife dies or if 


” 


stable than any stocks or gilt-edged 
bonds upon the market. 

A combination of the safe investment 
and the protective feature is a good way 
of explaining life insurance, for some 
agents: find it much easier for them to 
sell insurance to business men with the 
investment feature in the forefront. 
However, the protective feature of life 
insurance cannot well be ignored even 
in a corporation or partnership policy, 
for it is protecting the business and in- 
cidentally the family of the assured 
through this means, just the same. 

There is one thing about the man 
who attempts to specialize in a certain 
kind of policy. He makes a more care- 
ful study of the business as a rule than 
the man who tries to write and talk 
every policy provided for in the rate 
book and really masters no form of pol- 
icy completely. A well known agent 
put the whole thing very nicely a few 
days ago, when he said: “It is my ex- 
perience that too’many agents know a 
little about every kind of policy but 
too little about any one particular form 
to talk jt intelligently.” 
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the beneficiary is changed and is there- 
fore in the nature of term insurance or 
fire insurance, and for the extra pre- 
mium paid, the insured receives full 
value in the assurance that if his wife 
survives, she will have a guaranteed 
income of 6%. 

If the prospect is interested only In 
the amount of life insurance available 
at his death, he will choose ordinary 
life. If however, he is chiefly in- 
terested in the amount of guaranteed 
income obtainable under this life in- 
surance, he may prefer principal and 
6%. 

If the choice lies between $12,000 of 
ordinary life and $10,000 of principal 
and 6%. the comparison at age 45 will 
be as follows: 


Ordinary Principal 
Life and 6% 
Pramiam ........ $ 360.60 356.30 
Principal Sum.... 12,000.00 10,000.00 
Annual income to 
wife at 342%... 420.00 600.00 
Annual income to 
wife at 44%2%... 540.00 





DROP IN DEATH RATE 





Metropolitan Life Report Shows Mor- 
tality For May Considerably 
Under Last Month 





The Metropolitan Life’s statistical de- 


partment reports that the death rate 
for the industrial policyholders declined 
7.6% in May as compared with April. 


Part of this drop in the mortality was 
seasonal and therefore expected at this 
time of the year. More important is the 
fact that the May, 1923, rate was 3% 
lower than for the corresponding month 


of 1922. Altogether the health situa- 
tion among American and Canadian 


wage-earners is very satisfactory. In 
two of the five months of 1923 for which 
figures are available (March and May) 
the rate was lower than for 1922. 

With the exception of tuberculosis, 
all of the diseases of chief numerical 
importance registered lower death rates 
in May than in April. There was a 
slight rise in tuberculosis, which was 
unexpected at this season of the year; 
but the rate was, nevertheless, lower 
than for the corresponding month of 
1922, and the tuberculosis mortality 
record for the year, to date, shows a 
substantial decrease over the first five 
months of last year. The largest de- 
clines recorded in May were those for 
influenza and pneumonia. 

The mortality from accidents rose 
slightly in May and is higher than for 
the same month in 1922. The same ob- 
tains for automobile fatalities. 


In the Buffalo agency of the Phoenix 
Mutual Life, Mrs. J. E. Hewitt is one 
of the leading producers. 





W. B. Stirdivant, of the Phoenix Mut- 
ual Life, Los Angeles, paid for $13,000 
in new premiums in one month. 














$30,046,105. 








Its dividend scale for 1923 was increased from 7 to 10% 
(according to plan and age), and it has set aside for 1923 
dividends to policyholders $32,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 


Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 
pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders 
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The Mutual Life Insurance Company 
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34 Nassau Street, New York City 
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INSURANCE TAXATION 

Illinois collects $3,500,000 a year from 
the insurance companies in taxes and 
fees. In reality, it is exacted, not from 
the companies, but from the citizens 
of the state who have the thrift and 
the foresight to protect their lives and 
property and earning power. These 
taxes were originally imposed for the 
maintenance of the insurance depart- 
ment, created to safeguard the interests 
of the policyholders and to supervise 
the solvency of the insurance carriers. 
From raising enough to meet these ex- 
penses the insurance taxes have stead- 
ily been increased as revenue produc- 
ers, until now the insurance depart- 
ment is one of the largest contributors 
to the general treasury of the state. 
Last year, of the $3,500,000 collected, 
indirectly from the premium payers of 
the state, only $108,000 was expended 
for the insurance department. The 
balance went into the general fund and 
was expended for purposes having no 
connection with insurance and for the 
benefit of millions who carried no in- 
surance and made no contribution to 
the amount. 

In a general way, this is true in near- 
ly all the states. The insurance de- 
partment is a revenue-producer, con- 
tributing millions to the state treasury 
in indirect taxes upon the premium- 
payers, in order to reduce the direct 
taxes imposed upon all property own- 
ers. Taking the country as a whole, 
more than 90% of the money collected 
by the state insurance departments goes 
into the general treasury. This is not 
only indirect taxation, but it is unfair 
taxation. It takes an added toll from 
those who have insured their lives, that 
their families may not become a bur- 
den upon the community, and uses it 
for the benefit of those who make no 
such provision, and who make neces- 
sary the taxes for the support of the 
poorhouses, asylums and public insti- 
tutions. A man insures his property 
against fire. This is in the public in- 
terest, for it assures its restoration in 
case of loss, and part of his premium 
goes to support the fire department, 
thereby relieving the man who carries 
no insurance of so much taxes. And 
yet the thrifty citizen is penalized over 


7% in taxes on every dollar he pays 
for insurance, and the general public 
gets the benefit. 

The classic statement on this sub- 
ject is that made by Robert J. Merrill, 
formerly insurance commissioner of 
New Hampshire: 


This department has turned into the 
state treasury during this fiscal year 
upwards of one hundred thousand dol- 
lars. The legislature appropriated for 
its maintenance $6,800, a clear profit of 
more than $94,000. This statement is 
not made for the purpose of asking that 
any particular credit be given on ac- 
count of this showing. The revenue 
was collected because the law provided 
ii should be. There is no reason why 
the state should exact these large sums 
each year, exacted not from the insur- 
ance companies, but really from the 
citizens of our own state who are 
thrifty enough to insure their future 
independence in some degree. But 
there seems to be little reason for ex- 
pecting any change in this particular 
as long as taxation continues to be 
based upon the idea of securing as 
much as possible from convenient and 
defenseless reservoirs of funds, the 
tapping of which does not apparently 


interest the man with the vote. Theo- 
retically, there is no justification for 
the taxation of insurance premiums. 


Practically, the present methods will 
continue until the public can be made 
to understand that it pays the tax. 

Entirely aside from taxes paid by in- 
surance companies, they contribute be- 
tween twelve and thirteen thousand 
dollars to the general revenue of the 
state in the shape of the excess of fees 
collected over the expenses of the de- 
partment. For this there is absolutely 
no justification. From this excess 
there should be appropriated a suffi- 
cient amount so the department may be 
able to render its proper service to the 
state, the insured and the insurance 
companies. With its best endeavors it 
must be admitted such service is not 
now being rendered. 

The same is true in every state. 
When the people who carry insurance, 
and they are in the majority awake to 
the situation they will demand a change 
and get it. If village neighbors col- 
lected $1,000 for a destitute widow and 
her orphans and were met at her house 
by a taxgatherer demanding $70, he 
would probably be mobbed. Yet this 
is what our states take from every 
$1,000 paid to the widows—and all be- 
cause agents and policyholders stand 
by and assent to its being done—and 
some policyholders even censure the 
officers for endeavoring to prevent in- 
creased taxation and then demand 
cheaper insurance. 





W. P. Alexanderson, superintendent 
of the personal accident and health de- 
partment of the Commercial Casualty 
is spending two weeks in camp at Fort 
H. G. Wright, Fishers Island, New 
York. Mr. Alexanderson is a captain in 
the 364th Co., C. A. C., 18th C. D. C., 





New York National Guard, Brooklyn, 
N Y. 
Field Editor Grenville Howard, of 


the New York Life, who is now taking 
a month’s vacation from his manifold 
duties at 346 Broadway, is planning to 
take his wife and two children on an 
automobile tour of the Berkshires dur- 
ing the last two weeks in July. The 
first two weeks of the:month were d2- 
voted to rest and quiet at his home at 
Douglaston, TL. i. 





M. P. Miller, veteran member of the 
Bankers’ Life sales force, and for sev- 
eral years agency manager for the Iowa 
Company in Western Kansas, with 
headquarters at Hutchinson, Kansas, 
has resigned but will continue his 
affiliation with the company. On ac- 
count of poor health he expects to 
spend the next few months enjoying a 
vacation in California. 


The Human Side of Insurance 






July 13, 
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The four braves seen above, 


hitting 
the trail at Bear Mountain, are Frank 


W. Pennell, Irwin D. Herzfelder, Wil- 
liam J. Louprette and Louis Pomerance, 
all Mutual Benefit Life men, members 
of the Cerf Agency of New York, who 




















Clarence A. Krouse, the popular 
Philadelphia fire insurance man, has ex- 
posed himself to election as mayor of 
all of the country’s bathing beaches. 
At present he is the most popular mayor 
on the Jersey coast, the reason there- 
for being revealed in the following dis- 
patch from Stone Harbor, N. J., to the 
Philadelphia Inquirer: 


Stone Harbor, June 30.—When the 
“Stone” was put in Stone Harbor it 
was not for the purpose of serving as 
the first missile to be tossed at fair 
ones who disport in one-piece bathing 
suits or who “roll ’em.” And it doesn’t. 
Mayor Clarence <A. Krouse, of the 
“Wonder City,” announced today after 
reading of Atlantic City’s ban on low 
socks, scanty costumes and- spooning 
on its beach. 

Mayor Krouse doesn’t touch on spoon- 
ing, but: 

“At Stone Harbor the one-piece bath- 
ing suit is not only permitted but rec- 
ommended, for the principal reason that 
it gives greater freedom of action to 
swimmers.. The method of wearing 
stockings is optional with the bather.” 


ss. * *# 


Warren C. Flynn, manager of the 
Massachusetts Mutual Life Insurance 
Company in St. Louis, who between 
times is Mayor of University City, lead- 
ing suburb of St. Louis, was honored by 
his fellow citizens on July 4 when the 
University City Park Board dedicated 
the Warren Flynn Park in University 
Hills. The name of the park was not 
divulged to others than the ten mem- 
bers of the park board until just prior 
to the dedication. Oliver Abel, presi- 
dent of the park board, stated the ac- 
tion was taken in recognition of Flynn’s 
untiring efforts for the advancement 
of University City. 


* * *# 


H. G. Foard, secretary of the Home 
of New York and manager of its 
Southern department. now is in Wil- 
mington, N. C., his “home town,” 
spending a two-weeks vacation in the 
midst of his family, relatives, friends 
and the wellloved haunts of his boy- 
hood. Mr. Foard returned to Now 
York the la’ter part of this wesk. 
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have formed an agency organization of 
their own, known as “Life Insurance ‘ 
Associates” with offices in the Singer | iwc 
Building. Each of these men has made | ran 
a notable success in his field and to | as an 
gether they are now producing at the| new 
rate of more than three millions a year. | ratins 
-& cally 
John H. B. Phillips, head of one of} its D 
the live generai agencies in Pittsburgh, abou 
is a graduate of Princeton University, the 
and in the early part of his business} matt 
career he occupied various positions | ing | 
with the American Steel Hoop Co., and | hand 
the Crucible Steel Co. The business | mitt 
training thus acquired was_ supple: 
mented by his connection with the T! 
Builders’ Supply Co., after which he’ and 
entered the real estate business. Later dres 
he went into insurance and has been The 
successful in building up an enviable ridg 
business both as to volume and pre: | Boa 
miums and the high character of his} — tjey 
clientele. He represents fire compa: } and 
nies and writes life insurance and is | iN 
an up-to-date agent with strong convic the 
tions in regard to the responsibilities | gon 
of the companies and their representa — in | 
tives in relation to policyholders. Mr. | poi 
Phillips was born in Pittsburgh and re — wh 
ceived his early education in the pre ly 
paratory schools of Trinity Hall, Wash | je 
ington, Pa. and at Shady Academy, | the 
Pittsburgh. ’ ] 
an or] j sic 
Platt Whitman, former State com } in 
missioner of insurance, left Sunday for | be 
a month’s tour of Alaska. Mr. Whit | ch 
man was accompanied by Jerome Jones, : po 
banker at Blanchardville. They will je 
visit Dawson. Preparation is _ being ju 
made to have W. Stanley Smith, new [ of 
insurance commissioner, take over the m 
office on Monday. Ww 
eee ‘ 


Thomas |. Hall, who recently left th? 
Maryland Casualty and became special 
agent in charge of the brokerage de | 
partment of the eastern surety depart © 
ment of the Continental Casualty of 
Chicago, at 75 Fulton street, com 
menced his career in insurance with 
the Sun Life of Canada as a special rep 
resentative of the city department of 
Baltimore. He started with them in 1908 
and in 1910 went with the Americat 
Bonding Company, but left there prior 
to their being taken over by the Fi 
delity & Deposit to join the forces of | 
the F. & D. as a special agent in a large } 
territory in the West, North and South. 
In 1918 he identified himself with the 
Maryland Casualty in the New York of- 
fice. Mr. Hall makes the production of 
business his specialty and is we 
known among the brokers and agents. 
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F. R. MORGARIDGE A SPEAKER 





“Number of Executives and Managers 
Attend; Entertainment and Sports 
Events Enliven Meeting 





(Special to The Eastern Underwriter) 
Saranac Inn, Upper Saranac, N. Y., 


' July 10.—That the New York State As- 


sociation of Supervising and Adjusting 
Fire Insurance Agents, which has been 


_ purely a social organization connected 


with the Underwriters’ Association of 
New York State, be made an active 
pody rather than a social body, was the 
outstanding thought at the fifty-first an- 
nual meeting of the association held 
here today. 

The next meeting of the Under- 
writers Association of New York 
State will besheld in New York City 
in November, at which time the for- 
tieth anniversary of the organization 
will be celebrated with a meeting and 
panquet. The August, September, and 
October meetings will not b2 he'd. 


ments of fire insurance having to do 
with underwriting, stating that the 


agency and adjusting ends of the busi- 
ness should be separate. 

He stated that the solution of the 
arson question would be found, in his 
opinion, in those having to do with ad- 
justing of losses, looking after their 
losses, and getting on the job imme- 
diately after a fire and making reports 
as to the condition existing at that 
time. 

In a number of cities now there are 
branch offices having to do with incen- 
diary and arson and it is expected 
others will be appointed, one at Atlanta, 
Georgia. Mr. Morgaridge further stat- 
ed that an arson squad should be ap- 
pointed at Norfolk, Va., where condi- 
tions at the present time are partic- 
ularly bad. 

Company Men Present 

Among company officers present at 
this meeting are Victor Roth, vice- 
president of the Security of New Hav- 
en, and president of East & West Fire 
Insurance Co. A. G. Martin, U. S. man- 
ager, Northern, London; C. R. Perkins, 
assistant U. S. manager, North British 
and Mercantile; W. F. Patton, assist- 
ant secretary, Automobile Insurance 
Co.; W. F. Dooley, secretary, Continen- 
tal; Oakley Gant, general agent, Nor- 


The annual ball game between teams 
of foreign company special agents and 
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CHARLES HOYT SMITH 
OR 
MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 38271 


We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis en 


Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 
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American company special agents was 
won this year by the foreign team. 
The team won by 9 to 3. This is the 
first time the foreign team has won the 
ball game since 1911, when the meeting 
was held at the Frontenac. There were 
no casualties in the ball game. Frank 
Curtis, of course, was umpire. 
George W. Peck, of the Pennsylvania, 
one of the old guard of tha O.d Associa- 
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Law Firm of Turner, Adams, Merrell 
and Locke Broadening Out in 
Insurance Matters 





Announcement is made this week 
that ‘he law firm of Turner, Adams, 
Merrell & Lock? of Indianapolis, which 
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Caledonian Insurance Co. 
The Commonwealth Insurance Co. of New York 
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United Merchants Insurance Co. 
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Having just returned from a trip to 
England and the continent, we feel dis- 
posed to register a few impressions 
gained during our brief sojourn there. 
All Americans naturally feel the same 
way and returning, air their impres- 
sions of everything European from the 
English tax system to the absence of 


soap in France. Here then are the 
things that made the most impression 
on us. 

The price of champagne in Rheims, 


where we purchased an excellent qual- 
ity for something less than seventy-five 
cents the quart. 

The great number of taxis in Paris 
and the fact that their drivers still 
squeeze little bulb horns for a warning; 
likewise that five persons can ride a 
half mile or more for a total of one 
franc—about seven cents as expressed 
in our coin of the realm. 

The very apparent liking of French 
folks for Americans, which may be ego- 
tistical, but truthful. Likewise their 
insistence for the pourboire or tip. 
The Englishman accepts what you give 
him; the Frenchman yelling for more 
if he is not entirely satisfied with the 
amount. 

The fact that all the good dance 
music everywhere is the work of Amer- 
icans. 

The indisputable truth that French 
tobacco and matches all being manu- 
factured by the government, are rotten. 

That well nigh everything in Eng- 
land, except ale, is horribly expensive. 

That the food and wine in France is 


low priced and good and the English 
cooking would be costly at any figure 


the British being, with the possible ex- 


ception 
in the 
That 


of Germans, the 
world. 

the cost of all brands of auto- 
mobile insurance in England is half 
that in America and that a license to 
drive costs only five shillings a year 
and can be secured in five minutes, plus 
more courteous treatment than in any 
state in America. 

That it is next to impossible to get a 


worst cooks 


glass of water with one’s meals any- 
where. 
That the average Englishman has a 


far better sense of humor (and indulges 
in it frequently) than he has ever been 
given credit for. 

That there are more persons to tip in 
a Paris hotel than one would ever be- 
lieve could be housed therein. 

That gasoline costs double 
does in America and that every car 
driver entering or leaving Paris must 
state the quantity in his gas tank. 

That the income tax in England is a 
whale--a salary of say thirty-five hun- 
dred a year being bled to the tune of 
about thirty-eight per cent. 

That English women are 
looking, but know next’ to 
about dress. 

That nearly all foreigners know a lot 
more about minding their own business 
than do Americans and practice it and 
that while the U. S. A. may be the 
home of the brave, it has got to change 
mightily to become the land of the free 


what it 


healthy 
nothing 




















Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 





| WALKE RTALKS <—" 92,500,000. 
. : = |SPRINGFIELD 


ALWAYS include a SPRINGFIELD policy— 
“IT PAYS!” 











and we nearly all know it. 

That an American car costs double in 
England what it does here, and that we 
see many more inebriated persons in 
New York City than we ever have ob- 
served in all of France. 


a vated 


MASON A. STONE, 86, DIES 





Veteran Vice-President of Pacific Fire 
Succumbs To Appendicitis 
Operation 





Mason A. Stone, 86, vice-president of 
the Pacific Fire, died July 3 at the 
Staten Island Hospital, New Brighton, 
following an operation for appendicitis. 

He was born at Orange, Mass., and 
served in the civil war with the first 


a 
Vermont Cavalry, being brevetted a 
colonel at the close of the war. He ep- 
tered the Greenwich Fire Insurance 
Company as a clerk and was its pregi- 
dent when it was merged with the 
Pacific. 

He was formerly a commander of the 
Military Order of the Loyal Legion, wag 
a member of the Union League Club, 
Kane Lodge, F. & A. M., and had been 
secretary and vice-president of the 
board of fire directors of the City of 
New York. He leaves his wife and son, 
Mason A. Stone, Jr. Funeral services 
were held at his home, 147 Fourth 
street, New Brighton, and buria'l was 
made in Staten Island Cemetery. 








FIREMAN’S FUND MOVES 
The Eastern Departments of the 
Fireman’s Fund and the Home Fire 
& Marine in Boston moved Monday to 
20 Kilby Street, where they occupy 
three floors of the Harvey Building. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





‘. Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital . ..$2,250,000.00 
Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 9,004,301.01 


Net Surplus 4,436,386.20 


Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








Nea] Bassett, President Henry M. Gratz, President Nea] Bassett, President 
ohn Kay, Vice-Pres. and Treas. Neal Bassett, Vice-Pres. 
A. H. Hassinger, 


John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 

Welle T. Bassett, Secretary 


’ THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 

















John Kay, Vice-Pres. and Treas. 


John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 





liabilities ... 1,916,251.22 
Net Surplus 945,537.10 
Total .....$3,461,788.32 


Policyholders Surplus, ° 
$1,545,537.10 











H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Wellg T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital .. . .$1,000,000.00 


Reserve Rein- 
surance Fund 
and all other 
liabilities .... 1,329,033.00 


Net Surplus 1,452,589.00 
Total As- 
sets ....$3,781,622.00 
Surplus to Policyholders | 
$2,452,589.00 | 
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Review of Illinois 
Fire Tax Decision 


ATTORNEYS INTERPRET RULING 





Advise Companies to Report Only on 
Fire and Marine Business as Result 
of Court Action 


The attorneys who represented the 
fire insurance companies in the tax 
cases before the IHlinois Suprem2 
Court have prepared a review and in- 
terpretation of the recent decision of 
the court, which follows in part: 

The issues presented for consider- 
ation by this matter arise out of the 
activities of various persons who, dur- 
ing the former city administration, 
made a contract with the City of 
Chicago, undertaking to s2cure addi- 
tional taxes for the City of Chicago 
upon a contingent percentage arrange- 
ment, the percentage to be paid upon 
additional taxes recovered. With this 
incentive for activity, a petition for 
mandamus was filed in the Supreme 
Court of Illinois against the Board of 
Review of Cook county. (The insur- 
ance companies were not parties to 
the record, and have not yet had their 
day in court.) By the opinion of the 
Supreme Court as rendered upon this 
mandamus petition, the court has now 
determined that the tax statute proper- 
ly relates only to foreign companies 
doing business in the state under the 
fire and inland marine insurances sta- 
tute and exempts casualty insurers 
from the effect of the decision. 

The practice has existed for Boards 
of Assessors and Boards of Review, 
since 1869, to reesive reports of pre- 
mium activities of fire companies upon 
tax returns similar to those used by 
individuals of this state for return of 
personal property taxes. The law re- 
specting personal property taxes con- 
templates that there shall be an equali- 
zation of personal property values so 
as to operate equality on all tax payers. 
The opinion holds that equalization 
may not be had respecting insurance 
premiums to debase them to personal 
property values. 

The petition for mandamus seeks to 
enforce action by the Board of Review 
for the year 1920 and subsequent 
years. (The petition having been filed 
at the time returns were due for th? 
year 1920). Tt also prays that the 
taxes owing for former years be deter- 
mined and the Board of Review of 
Cook county be required to reopen all 
the old assessments and closed assess- 
ments from 1869 to the present time. 


Court Has Two Opinions 

The Court has filed two opinions in 
the case, the first of which was with 
drawn upon granting motion for Tre 
hearing, and the second opinion is 
now filed which, with all due deference 
fo the Court, in our judgment leaves 
the nvatter in worse confusion than it 
was previously. 

The gist of the petition for manda- 
mus is stated by the Court to be that 
foreign insurance companies “have re- 
fused or fated to return their net re- 
ceipts in accordance with this action, 
for the purpose of ‘taxation for the 
year ending April 30, 1920, and for a 
number of years prior thereto.” The 
Court says that the “chief legal ques- 
lion in this case is as to what foreign 
Insurance Companies are subject to 
’ taxes under this section. Particu 
larly the question is whether or not 
Lloyd associations, casualty companies, 
companies doing a reinsuranc2 bust- 
hess or insuring against lightning, 
Windstorm, tornado, cyclone, explo- 
$lons, hailstorms, theft and collision, 
Companies insuring automobiles and 
Other vehicles are so subject.” After 
S0 stating the controlling question in 
the case, the Court fails entirely to 
discuss this question, except as to 
casualty companies, but does discuss 
the question of liability to return 
marine insurance premiums. 

_We judge, from the opinion of the 
Court, that it is of the opinion that 
fire and marine insurers insure nothing 
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STRENGTH 


Even regarded by itself, the quality of 
great financial strength in a fire insurance 
company, is an asset not unappreciated by a 
policyholder, but—when an agent gives an 
assured the policy of The Home of New 
York, he is providing not only the strength 
of “the strongest,” but combined with it, the 


service and reputation that have made The 





Home—America’s Largest and Strongest 


lire Insurance Company. 











THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 











Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 
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else and that the business of reinsur- 
ance, insurance against lightning, 
windstorm, tornado, cyclone, explo- 
sions, hailstorms, theft, collision and 
automobile insurahee are all written 
by companies other than fire and 
marine companies. The Court is evi- 
dentiy of the opinion that it is exempt- 
ing all these other classes of insurance 
from its opinion, and assumes that not 
only are these classes of insurance 
distinct and separate, but that they 
are written by a distinct class of in- 
surers. In no other way are we able 
to understand the Court’s opinion, ex- 
cept to assume that the Court is act- 
ing upon such entire misconception of 
the situation. 

The Court fails entirely to discuss 
the subject that theft and.other forms 
of insurance are written by fire insur- 
ing companies and casualty insurers; 
that the effect of exempting one insur- 
er and including the other writing the 
same hazard would be discrimination 
not presumably existing in, the legisla- 
tive intent. We judge that the Court 
in this particular is also not informed 
as to the method of doing business. 


What Decision Holds 

The decision of the Court holds: 

(1) That the amount of the net re- 
turns shall be entered on the tax list 
without reduction for equalization pur- 
poses. 

(2) The tax return must be made by 
the local agent, but may be made by 
the general agent if he gives a list of 
local agents and the amount of the net 
business conducted by each. If made 
by the general agent, the return must 
be made to the proper taxing officer of 
the municipality where the agency is 
located. As the City of Chicago. for 
example, is divided into various towns, 
for taxing purposes, the location of 
each agent would becom: important to 
be returned to the Board of Assessors 
with a statement of the net premium 
receipts of each. “It was error on ths 
part of the respondents to accept such 
return of the general agent! without 
designation of the municipality from 
which the net receipts were derived.” 

Pertinent inquiries arise from con- 
sideration of these questions to which 
the opinion, in our judgment, gives 
no specific answer:, 

(1) Is a return required and must 
tax be paid upon reinsurance business? 

It is our judgment that this question 
can be best raised by making return, 
taking credit for all reinsurance ced4d 
upon the business of the local agancy 
and making no return respecting as- 
sumed reinsurance premiums, A re- 
turn so made will squarely raise the 
issue, which can then be determined 
in a proper proceeding. 

(2) Shall return be made of wind- 
storm, tornado, cyclone and hailstorm 
insurance? 

Advice For Companies 

With a view to having a determina- 
tion of the issue, we advise that it be 
treated as not required to be returned 
under the tax laws. 

(3) Shall return of automobile insur- 
ance and theft insurance be required? 

It is our judgment that the fire In- 
surance hazard on automobile insur- 
ance should be returned; as to other 
hazards, they should be omitted from 
tax returns, with a view to securing 
determination as to whethdr or not 
they are to be included. 

(4) To summarize, it is our judgment 
that premiums upon fire and lightning 
and upon marine business should be 
returned. All other premiums, such as 
windstorm, use and occupancy, sprink- 
lor leakage, automobille other than firs, 
hail, theft, reinsurance, assumed, etc., 
etc., should be entirely omitted from 
tax returns. 

We make the following concrete sug- 
gestions: 

(1st) Respecting the future, that re 
turns on Form No. 16 be made through 
local agents and that as knowledge re 
specting expenses, ceded reinsurance, 
ete., is not in their possession, except 
as such information is placed with 
them, that the form be prepared in 
completed form for their use in which 

(Continued on page 20) 
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Fix New Date For 
Changing Auto Rates 


JAN. 





1 CONSIDERED SUITABLE 





Nat’l Ass’n of Insurance Agents In- 
strumental in Reaching Agree- 
ment With Bureau and Con- 
ference 





At the Asheville mid-year meeting of 
the National Association of Insurance 
Agents there was presented through 
the New York State Association a pro- 
test against the practice of the chang- 
ing of automobile rates and rules be- 
tween February 1 and June 1 of each 
year. 

The objection was based upon the 
fact that these rates and rules ar? 
promulgated during the busy automo- 
bile season and thereby cause consid- 
erable annoyance, confusion and mis- 
understanding with the insuring public. 
The Ashviile convention referred the 
matter to the executive committee of 
the national association for considera- 
tion. 

About the same time there came a 
like protest to the National Association 
from the Casualty Underwriters’ Asso- 
ciation of Cleveland with a request that 
an attempt be made to secure a change 
in these effective dates to a time of 
year that would cause the least dis- 
turbance. 

The executive committee of the Na- 
tional Association sought through its 
casualty committee information with 
respect to the complaint, and finally 
decided that the complaint was well 
founded. Thereupon the National As- 
sociation took the matter up with the 
National Bureau of Casualty and Sure- 
ty Underwriters and the National Au- 
tomobile Underwriters conference. This 
because the lines and coverage appli- 
cable to automobiles are handled by 
both casualty and fire companies. 

After considerable negotiations both 
the casualty companies and the fire 
companies, through their respective 
bureau and conference, have agreed 
with the National Association that the 
former practice did cause considerable 
confusion as suggested, and that a 
remedy should be found. 

It is now proposed by both the Na- 
tional Bureau of Casualty and Surety 
Underwriters and the National Auto- 
mobile Underwriters’ Conference — to 
make the effective dates of these rates 
and rules as of January 1 in each year. 
Thus agcin has been demonstrated the 
value of conference and cooperation. 

MISSOURI AUTO SCHEDULE 
The first supplement to the June 1, 
1923, Western Automobile Insurance 
Manual for the State of Missouri has 
just been issued to become effective on 
July 9. The supplement contains in 
addition to the new changes all changes 
heretofore issued to the 1923 Western 
Automobile Insurance Manual. The 
principal changes are rates applying 
to new makes and models of automo- 
biles, and additional models of old au- 
tomobiles. Also some minor changes 
on rates applying to machines with ap- 
proved automobile locking devices, pas- 
senger automobile bumpers and minor 
changes in symbols, collision and prop 
erty damage rules, eighty per cent 
value clause, equipment elimination 
clause and equipment reinstatement 
clause. The supplement does not con- 
tain any change in the existing basis 
rates. 








R. M. NEVINS PROMOTED 

At a meeting of the board of direc- 
tors of the National Liberty held July 
5, R. M. Nevins was elected as assis- 
tant secretary of the company. He has 
been with the company since March of 
this year and is regarded as having ex- 
cellent underwriting ability. 
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Was Moulding His 





Career-- 


A BRAHAM LINCOLN was first making a name in 
Congress at the time that a lone agent was struggling 
to establish a foothold for the L. & I 


. & G. in the United 


The rise of Lincoln through sheer force of character, is one 
of the most inspiring achievements in all history. 


A constant endeavor to emulate his rugged honesty and 
adherence to homely ideals has attended the development 
& 1. & G. since those early days, seventy-five years 
io. It is coming to fruition to-day in an ever growing 
| esteem on the part of agents and Public alike. 
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Hyde Gives Ruling On | 
Lloyds Auto Scheme: 


NOT ADMITTED TO MISSOUR 


Also for Fire Company to Cut Aut) 
Rates for One Class Would Be 
Discrimination 


Superintendent Ben C. Hyde, of the! 
Missouri Insurance Department, gaye 
his views on the legality of Lloyd’s of 
London operating in Missouri to writ 
the casualty risks of automobile polj. 
cies and of a domestic fire insurance 
company writing the fire risks for men. E 


bers of an automobile club at less than” 


the general rates, in answer to a letter 


from Emmett V. Thompson, president — 
of the Commonwealth Insurance Agency | 


of St. Louis. 
Superintendent 
lows: 
Dear Sir: 
I have your favor of the 29th inst, 


Hyde’s 


* July 13, 1998 july 18; 


q nouncet 


letter fol. F 





in which you request me to advise | 
whether or not any contract covering | 
personal injuries as the result of the 
operation of automobiles can be legally 
issued in this State by London Lloyds, 


It is my understanding that London | 


Lloyds is an association of individuals; 
however, it is not licensed to transact 
its line of business in this State. There- 
fore, it would be in violation of the pro- 
visions of Section 6309, Revised 
Statutes of Missouri, 1919, for this as- 
sociation to solicit business in this 
State without first securing a license 
from this department. 

If you will refer to the provisions of 
Section 6313 and Section 6314, R. §, 
Mo., 1919, you will note the superintend- 
ent of this department may issue to an 
agent who is regularly commissioned to 
represent one or more fire, or fire and 
marine, or storm insurance companies, 
authorized to do business in this State, 
a certificate of authority to place ex- 
cess lines of insurance in companies 
not admitted to do business in this 
State. You will note there is no ref: 
erence made to _ liability insurance, 
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therefore [ do not see how it would be 
possible, under the provisions of the 
laws of this State, for the superintend- 
ent of this department to issue a cer- 
tificate of authority to an agent to 
place excess lines of liability insurance 
in companies not admitted to do busi- 
ness in Missouri... Therefore, if an 
agent of this State is soliciting liabil- 
ity insurance business for London 
Lloyds, I am of the opinion he is doing 
so in violation of the laws of. this 
State. 

In the second paragraph of your let- 
ter you ask me to advise you whether 
a ‘egally ‘icensed company can _ pro- 
mulgate in this State one set of rates 
for one group of individuals, which are 
lower than the rates used by that com- 
pany for all other policy holders in 
this State. I presume you refer to rates 
covering fire insurance. If so, you are 
advised that it would be in violation 
of the provisions of Section 6276, Re 
vised Statutes of Missouri, 1919, to fix 
and charge any rate for fire insurance 
upon property in this State which dis- 
criminates unfairly between the risks 
in the application of like charges and 
credits, or which discriminates unfairly 
between risks of essentially the same 
hazards and having substantially the 
same degree of protection against fire. 

Yours very truly, 
DEPARTMENT OF INSURANCE, 
Ben C. Hyde, Superintendent. 

An automobile rate war has been 
threatened by some St. Louis agents 
who object to the contract entered into 
by the Myers & Wendling Insurance 
Agency with the Automobile Club of 
Missouri whereby the Myers & Wend- 
ling Agency has offered club members 
a 20% reduction in fire-theft, property 
damage, collision, personal _ liability 
and other forms of automobile cover: 
age. 

In response to protests from rival 
agents Insurance Commissioner Ben C. 
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Hyde made a flying trip to St. Louis 
on Friday, June 29, and held a confer- 
ence with George Wendling, vice-presi- 
dent of Myers & Wendling, and Roy F. 
Britton, president of the automobile 
dub. Prior to conferring with Wend- 
jing and Britton on the proposed con- 
tracts, Commissioner Hyde had an- 
nounced to reporters at Jefferson City 
that he would not approve of the pro- 
posed plan. 

However, Wendling announced that 
after Commissioner Hyde had had an 
opportunity to discuss the question 
with Britton and himself and learned 
just what was contemplated he _ in- 
formed Wendling that he would not 
oppose the new rates. 

“Commissioner Hyde told me that he 
had been misinformed,” Wendling 
stated. “When we told him that the 
rates we proposed to put into effect 
under the contract with the insurance 
club would be filed with his department 
and apply to everyone seeking such in- 
surance with those companies, Mr. 
Hyde stated he had no objections to 
the contemplated reduction. 

“He expressed the belief that the 
rates on private passenger automobiles 
were perhaps too high, although the 
same was not true of trucks and com- 
mercial vehicles, and that the insur- 
ance department would welcome any 
legal reduction in pleasure car rates. 

“| informed Commissioner Hyde that 
we intended to exercise our best judg- 
ment in selecting risks among automo- 
bile club members to whom the new 
rates would apply, the same as we now 
do on fire, burglary and other forms of 
insurance, and he agreed that it would 
be proper for us to do so.” 

Wendling said that he had received 
a telegram from the Automobile Club of 
Kansas City, Mo., requesting that a sim- 
jlar contract be offered to the members 
of that organization. 

The new~ rates were filed with the 
Insurance Department late on June 30, 
according to the plan of the Myers & 
Wendling Agency. 





WHITAKER WINS LIBEL SUIT 

Rochester, N. Y., July 9—Spencer J. 
Whitaker, of New York City, was 
awarded a judgment for $9,000 in his 
suit against the Utica Mutual Insurance 
Company by a sealed verdict opened by 
Justice S. Nelson Sawyer here in Sup- 
reme Court. The jury deliberated 
about ten hours before reaching an 
agreement. Whitaker sued to recover 
$478,000 for damages alleged to have 
been suffered when the Utica concern 
circulated a pamphlet attacking his 
methods in organizing a rival company 
in this city in 1921. Whitaker claimed 
the circular contained libelous state- 
ments and caused many who had shown 
interest in his project to withdraw sup- 
port. It required twelve ‘court days to 
try the case and the jurors were ex- 
cused by Justice Sawyer from further 
jury duty for two years because of the 
unusual length of the trial. This was 
the second trial of the case, the first 
trial lasting over a week, and resulting 
in a disagreement. 





NEW BOOK FOR THE HOME 


John M. Riehle & Co., insurance bro- 
kers, are distributing agents for a new 
book entitled “The Home Complete,” 
Published by Barse & Hopkins. The 
book is so arranged that a complete 
record can be kept of all the furnish- 
ings and fittings which go into one’s 
home. Separate pages are provided for 
each room with appropriate and artis- 
tic headings for entries of the different 
Items which are already in place and 
their cost. The book is manufactured 
‘1 cre style and costs, by mail, 





WOLLAEGER ANNIVERSARY 
William E. Wollaeger, president of 
the Concordia Fire of Milwaukee, last 
Week celebrated his twenty-fifth anni- 
versary of his connection with the com- 
Dany. He gave a banquet to officials 
and department heads, 





ARTHUR J. MIDDLETON 


124 E. GENESEE ST. 
SYRACUSE, N. Y. 


SPECIAL AGENT 
NEW YORK STATE 





No Annexes! 


’ 


hina Company is opposed to 
the “‘Annex’’ for two sufficient 
(1) it is unfair to the 


agents; (2) it is detrimental to the 


rcasons : 
public. Can any institution thrive 
that weakens its own right arm 
(the agent)? Or live when it bites 
the hand that feeds it (the public)? 


This Company is committed to a 
We be- 


lieve this means service and success. 


policy —‘‘No Annexes.”’ 





BNTIRAL 
FIRE INSURANCE 


COMPANY 
IBAILTIMOIRIE: 


Joun P. Lauper, Pres. Cuas. H. Kopretman, V. Pres. Cuas. H. Roroson, Jr , Secy 





SURPLUS TO POLICY HOLDERS $1.640,758.05 


Report by Insurance Department of Maryland for 1922 
“The Company adjusts and settles its losses promptly and with justness and fairness.” 








HERBERT M. BENJAMIN 


205 WALNUT PLACE 
PHILADELPHIA, PA. 


SPECIAL AGENT 
PENNSYLVANIA 














H. A. Smith Appoints 
Rating Committee 


TO MEET THE COMMISSIONERS 








At Annual Meeting Next Month And 
Suggest Compromise on Demands 
for National Rating Body 





When the National Convention of In- 
surance Commissioners meets at Min- 
neapolis from August 21 to 24 the Na- 
tional Board of Fire Underwriters will 
be represented there by a committee of 
five, now being appointed by President 
H. A. Smith, of the Hartford Fire, which 
will take up with the commissioners the 
question of a national rules and rating 
organization. The consensus of opin- 
ion at present seems to be that a ma- 
jority of members of the National 
Board are opposed, for various reasons, 
to the full program of the commis- 
sioners. Willing to advance a certain 
distance to meet the commissioners’ 
demands it seems to them unwise and 
unpractical just now to effect all the 
changes desired. 

Fears that the expense ratio would 
be increased are apparently at the bot- 
tom of many arguments put forward in 
opposition to the commissioners’ plans. 
To alter the present system of controll- 
ing and making rates in order to render 
the practice uniform over the entire 
country would, it is stated, involve 
great expenditures that would have to 
be passed on to assureds or taken from 
the underwriting profits of the compa- 
nies at a time when profits are practi- 
cally nil. 

Granting that the theory of the com- 
missioners is in many particulars ideal, 
it is far from practical according to 
some fire insurance executives. Al- 
ready companies are subject constantly 
to the fire of certain insurance commis- 
sioners who are continually revising 
rate schedules downward and in the 
tangle that would ensue the upsetting 
of present practices much that might 
be unfavorable could be expected. 

Another suggestion is that instead of 
having the National Board responsible 
for the alterations desired, let the com- 
missioners approach each company in- 
dividually on the proposition of having 
home offices responsible for actions of 
regional rating bureaus. It is  possi- 
ble that some progress could be made 
by advancement through that channel, 
as the National Board is today under- 
taking such a wide variety of important 
interests in connection with fire insur- 
ance that it hesitates to burden itself 
with further duties, especially of such 
vital import as the task of controlling 
the nation’s fire rates and rules, 


Buffalo, N. Y., July 9.—-Park, Thomas 
& Co., Inc., insurance agents, announce 
the addition of Albert E. Vincent to tHe 
directorate of the firm. Mr. Vincent 
has been elected secretary of the com- 
pany, having previously been in charge 
of the casualty department of the com- 
pany since its inception. Mr. Vincent 
has a wide insurance experience and 
will continue to supervise his depart- 
ment. The other officers of the com- 
pany are: President, Roswell Park; 
vice-president, W. E. Boyd, Jr., and 
treasurer, George Bleistein. 





U. E. TERWILLIGER DEAD 

U. E. Terwilliger, of Ellenville, N. Y., 
one of the oldest insurance agents in 
Ulster County, died at his home last 
Friday. He started his career as a lo- 
cal agent about 1865 and developed an 
excellent business in that part of the 
State. His fair dealings and fine char- 
acter built for him an enviable reputa- 
tion in his home community and among 
all insurance men who knew him. His 
son, B. H. Terwilliger, who has been 
in charge of the agency for several 
years, will continue as head. 
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Discrimination In 
Tobacco Justifiable 


HARTFORD FIRE UPHELD 





Opinion Handed Down By Attorney 


General on Complaint That Tobacco 
Rates Are Discriminatory 





The Hartford Fire has been sus- 
tained by Attorney General Jay R. 


' Benton of Massachusetts in its present 


method of tobacco rating in an opinion 


- given Commissione> of Insurance Clar- 
> ence W. Hobbs two weeks ago. An inde- 
| pendent tobacco grower of that state 
| recently complained that the Hartford 


Fire was operating in, violation of the 


' antidiscrimination laws in the conduct 


of its hail business on tobacco risks. 
He charged that the company was un- 
derwriting this business for members 
of the Connecticut Valley Tobacco 
Association at rates less than; one-half 
that required of “tobacco growers 
generally” and that this constituted 
an unfair discrim‘nation. In answer 
to an inquiry on the matter by Com- 
missioner Hobbs, the Attorney General 
replied as follows: 

You ask me for an opinion as to 
whether or not the course followed by 
the Hartford Fire Insurance Company 
in issuing policies to tobacco growers 
generauly, for damage by hail, at a 
reguiar rate of $50 an acre, whjl2 at 
the same time it sells policies of a simi- 
lar character to members of the Con- 
necticut Valley Tobacco Association, 
and to them only, at the rate of $24, 
is, under all the circumstances a viola- 
tion of G. L., c. 175, sec. 182, which 
forbids the giving of rebates and other 
advantages to certa.n customers. 

As I understand the letter given to 
you by the vice-president of ths insur. 
ance company in answer to a letter 
written by a tobacco grower, The 
American Sumatra Company (herein- 
after calied the “complainant’), the 
insurance company does give, if de- 
sired, to some 2,000 members of the 
Connecticut Valley Tobacco Associa 
tion insurance aga.nst loss by hail, at 
the rate of $24 an acre, but will not 
sell at this price to non-members, of 
whom the complainant 1s one. The in- 
surance company contends that this 
lower rate given to these particular 
persons is not in the nature of a re 
bate or other advantage forbidden by 
the statute, because the members of 
this association agree to write 80% 
of their insurance with this particu- 
lar insurance company; that much of 
this tobacco so offered for insurance 
is in other and more desirable locaii- 
ties than that of the complainant, and 
80 more desirable as a risk to the com- 
pany; and that also the members of 
the association agree to write their fire 
insurance on their tobacco as well a3 
their hail insurance with the Hartford 
Company, which the complainant do2s 
not do. 

The statute under consideration is as 
follows, G. L., c. 175, sec. 182: 

“No company, no officer or agent 
thereof and no insurance broker shall 
pay or allow, or offer to pay or allow, 
in connection with placing or negotiat- 
Ing any policy of insurance or any an- 
huity or pure endowment contract or 
the continuance or renewal thereof, any 
valuable consideration or inducement 
not specified in the policy or contract, 
or any special favor or advantage in 
the dividends or other benefits to ac- 
crue thereon; or shall give, sell or pur- 
chase, or offer to give, sell or purchase, 
anything of value whatsoever not speci- 
fied in the policy; or shall give, sell, ne- 
gotiate, deliver, issue, or authorize to 
issue or offer to give, sell, negotiate, de- 
liver, issue, or authorize to issue any 
Policy of workmen’s compensation in- 
Surance at a rate less than that ap- 
Proved by the commissioner. No such 


company, officer, agent or broker shall 
at any time pay or allow, er offer to 
pay or allow, any rebate of any pre- 
mium paid or payable on any policy of 
insurance or any annuity or pure en- 
dowment contract.” 

The statute is aimed to prevent dis- 
crimination between individuals of the 
same class. To favor one particular 
member of a class merely because he 
buys more insurance or more kinds of 
insurance than another is prohibited by 
the statute. Attorney General’s Report, 
1921, p. 133. 

Nevertheless, there is no doubt but 
that there may be made a reasonable 
classification among insurers of the 
same kind of property, based not upon 
volume of business but upon quality; 
that is, upon a less hazardous undertak- 
ing. It may be that under the arrange- 
ment made between the company and 
the association referred to a class of 
insureds different from the one to which 
the complainant belongs may be said 
reasonably to exist. The fact that the 
properties of this latter class are in 
widely scattered localities, and in wide- 
ly separated areas, where the average 
hazard will not be as great as in the 
district in which alone the assured de- 
sires property insured, may be, if the 
facts justify it, a reasonable mode of 
classification which would give no undue 
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advantage to one assured over another, 
within the meaning of the statutes. 
Whether all the facts necessary to be 
ascertained relative to the business of 
tobacco growing make such a form of 
classification reasonable, is itself a 
question of fact, upon which it is not 
my province to pass. The mere fact 
that the members of the association of 
growers offered a larger volume of 
business than that offered by the com- 
plainant, would not, in itself, furnish a 
reasonable ground for placing them in 
a different classification as to rates. 
The mere fact that they were members 
of an association, as such, would not 
make the classification reasonable. 
The mere fact that they offered to place 
fire insurance as well as hail insur- 

















ance, would not make the classification 
reasonable. But if the facts in this 
particular trade, relative to variation 
in the grade of tobacco grown in va- 
rious localities, show that the tobacco 
offered by members of this association, 
by reason of the variety of the places of 
growth, tend to make the offerings on 
the whole much less hazardous risks 
than the risk offered by the complain- 
ant’s tobacco from a single and possi- 
bly unfavorable locality, then it is 
possible that, as I have said, as a mat- 
ter of fact a classification of insureds, 
such as was practiced by this insurance 
company, might not be unreasonable. 
Very truly yours, 
JAY R. BENTON, 
Attorney General. 
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Rent Insurance rates are low 


Chairman of the Board. 


What the fire insurance policy does not cover 
unless properly endorsed. 


(No. 2) Rent and Rental Value 


Aside from the selling or market value of property there is 
another real value that property possesses 


Keenest buyers of insurance often overlook the form of 
protection which indemnifies against loss of rents in the 
event that insured buildings be rendered totally or par- 
tially untenantable by fire or lightning. 


Rent and Rental Value Insurance will guarantee continued 
rents during reconstruction, thus protecting income value. 


Ask the American Eagle “Special” 


A copy of “Certified Rents” will be sent to you 
upon request to our Advertising Department. 


AMERICAN EAGLE FIRE INSURANCE COMPANY 
80 Maiden Lane, New York, N. Y. 





“AMERICA FORE" 


CASH CAPITAL—ONE MILLION DOLLARS 


CHICAGO 


rent and rental 


the field unlimited. Push it! 


JAMES A. SWINNERTON, 














President. 
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Richards Calls Unjust 
New Michigan Rates 


BASED 





NOT ON EXPERIENCE 





Unjust Discrimination Between States 
Likely as Profitab'e Ones Are 
Made to Carry Burden 





E.G. Richards, a former fire insurance 
executive, and an expert on rates and 
rating schedules, wrote a letter to the 
Journal of Commerce early this week 
in which he takes objection to the 
duction of fire insurance rates in Mich- 
igan. The Eastern Underwriter last 
week published the news story of that 
event. Mr. Richards’ chief contention 
is that profitable states have a right to 
object to making good for states which 
require inadequate rates. 

Following is the text, 
Richards’ letter: 

New York, July 6, 1923. 
Insurance Editor, Journal of Commerce. 

Sir:—t was interesting news which 
appeared in your columns recently to 
the effect that fire insurance rates in 
Michigan would be reduced 10%, though 
the news could be hardly satisfactory 
to the fire underwriter. 

It is said that this concession by the 
insurance companies brings a_ settle- 
ment of a long fight between the State 
Insurance Department and the Mich- 
igan Inspection Bureau—a_ settlement 
that is regarded by state officials as a 
distinct victory for the state. 

As the Insurance Department will 
have complete supervision over all fire 
rates in the state after September 1 
and no changes can become effective 
without its approval. the outlook in 
Michigan is not encouraging for future 
profit to the insurance companies. And 
why? 


re- 


in full, of Mr. 


Michigan Loss Ratio High 

During the six years 1917 to 1922, in- 
clusive, the companies received in Mich- 
igan fire premiums amounting to $88,- 
850,007, and incurred losses to the 
amount of $47,780,991, or a ratio of loss 
to premiums of 53.87. Now, if these 
premiums had been reduced by 10% 
the companies would have received but 
$79,965,007 in premiums, and the ratio 
of loss to premiums would then have 
been 59.75. Inasmuch as the average 
outgo of the companies in the United 
States during the past twenty years has 
heen 55% of the premiums (exclusive 
of expenses which in recent years have 
exceeded 40%), it is plain that during 
the six years referred to the compa- 
nies have made little profit in Mich- 
igan and would have had none if a 
10% reduction had been made upon 
those premiums. Surely none may be 
expected in the future with rates under 
state control and a 10% reduction in 
force from present rates. 

Business in Minnesota during the past 
six years has also been very unprofit- 
able, with a loss ratio exceeding 63%, 
and little or no money has been made 
in the Dakotas. It is not surprising, 
therefore, that many fire underwriters 
wonder as to the final outcome of fire 
underwriting in the Northwest. 

In December, 1921, the Insurance 
Commissioners’ Convention entered into 
an agreement with the National Board 
companies providing for a maximum 
percentage of profit which the compa- 
nies were fairly entitled to receive in 
the United States upon the actual cost 
of their busiaess (which percentage 
has not thus far been realized). Thus 
the cost principle (used in all other 
businesses as a basis for price making) 
was agreed upon en masse for the 
prices of fire insurance and the essen- 
tial necessity of average results over 
the United States was clearly recog- 
nized. 

With these principles established 
there is every reason why it is neces- 
sary that they should be applied to in- 
dividual states to avoid unjust discrim- 
ination between states, for there is no 


reason why one state over a long pe- 
riod of years should be furnished with 
its insurance protection on more favor- 
able terms to the assured than others, 
even, aS in some cases, at less than 
cost. 
States Take Foolish Action 
If it is wise or right to ascertain the 


. total cost of the business for the United 


States and fix a per cent of profit which 
companies should realize as a whole, it 
is equally just and necessary that fire 
insurance costs state by state be known 
that the same average percentage of 
profit over a long period of years may 
be obtained in each state. The more 
that individual states assume control 
of the fixing of rates regardless of the 
broad principle of average which the 
fire insurance company is compelled to 
recognize, the sooner the time will 
come when the entire business will be 
in chaos or under national control. 

This question is therefore a pertinent 
one, having entered into such an agree- 
ment with the fire insurance compa- 
nies, to what extent has the Insurance 
Commissioners’ Convention the author- 
ity and power to enforce it? The 
states that yield a profit to the compa- 
nies have a distinct right to object to 
making good for an unreasonably long 
period excessive losses in those un- 
profitable states, which are unwilling 
to recognize their obligations to the fire 
insurance companies and through them 
to the public at large, by paying their 
due proportion of the fire loss of the 
United States. It goes without saying 
that if Detroit, St. Paul or Minneapolis, 
or any other point in these or other 
states, should meet with severe con- 
flagration losses—the amount of which 
might far exceed the premiums derived 
by the companies from the state in- 
volved—the companies would be called 
upon, and rightly, too, to pay their 
losses just the same, but the profitable 
states would of necessity help bear the 
burden, In no other way could the 
companies meet their obligations. 

The claim that the authorities of 
Michigan have obtained a distinct vic- 
tory in this matter over the companies 
reminds one of Robert Southey’s clos- 
ing lines in the “Battle of Blenheim’— 

“‘And everybody praised the Duke, 

Who this great fight did win.’ 

‘But what good came of it at last?’ 

Quoth little Peterkin. 

‘Why that I cannot tell,’ said he, 

‘But ’twas a famous victory’.” 

E. G. RICHARDS. 





STUDYING RAINFALL 





U. S. Weather Bureau Expert Making 
Survey in Wisconsin for In- 
surance Companies 





Madison, Wis., July 9.—An investi- 
gation of “rain tables” to find out the 
amount of rain that falls during certain 
hours of the day during the various 
months of the year is being made by 
Eric R. Miller, meteorologist of the U. 
S. Weather Bureau. located on the cam- 
pus of the University of Wisconsin. He 
is making the study for insurance com- 
panies and is using tables that have 
been compiled for the past 18 years. 

An insurance company ‘insuring a 
theatrical company which gives outdoor 
performances during the _ spring and 
summer wished to know what chances 
the company has of being able to give 
performances during a period when 
rains are naturally expected. Mr. Mil- 
ler’s study of the tables compiled for 
the month of May, for example, shows 
that the rains are heaviest and most 
frequent between the hours of 6 p. m. 
and 3 a. m. The afternoons seem to 
have less rain, and therefore the con- 
clusion may be drawn that matinee per- 
formances of open-air theatricals would 
be more successful than evening per- 
formances during the month of May. 

Another set of tables compiled by 
Mr. Miller, which covers the period 
from 1891 to 1922, shows the months 
in which the most rain fell. Another 
set of tables, compiled over a period 
from 1878 to 1922, gives the number of 
days which had rainfall. 


WISCONSIN RATE CUTS 





Whitman Sticks to Original Order to 
Reduce Tariffs—Case Expected 
to Go to Court 





Madison, Wis., July 9.—Platt Whit- 
man, commissioner of insurance, has 
filed his decision on the hearing of fire 
insurance rates for reductions of from 
10 per cent to 25 per cent, and the case 
is expected to go to Circuit Court. 

Insurance companies made filings on 
August 1, 1922, which were disapproved 
by the commissioner. The order of the 
commissioner reduced rates as follows: 
Tornado insurance, 25 per cent; build- 
ers’ and carpenters’ risk, 15 per cent; 
blanket forms of fire insurance, about 
10 per cent. 

The order also disapproved a num- 
ber of underwriting rules on _ the 
grounds that their enforcement would 
be detrimental to the policy holders of 
the State. In a recent decision the 
commissioner holds that from the ev- 
idence presented he finds no reason to 
alter his original order, with the one 
exception that the rule relating to 
minimum premiums, which has been 
heretofore disapproved, is now ap- 
proved. 





ANOTHER ANNEX GOING 


The Insurance Company of North 
America is gaining further favor in 
local agency circles by retiring its 
last annex, the Oglethorpe Underwrit- 
ers, which operated in the South. In 
the agencies that handled the annex 
the National Security of Omaha and 
the Lafayette Fire of New Orleans are 
being placed. The North America has 
a controlling interest in the former, but 
acts merely as underwriting manager 
for the Lafayette in certain States. 








ILLINOIS TAX DECISION 
(Continued from page 15) 
all the data respecting expenses, ceded 
reinsurance, etc., be filed in for the 
agent’s convenience, but such returns 
be made after consultation with coun- 
sel and the committee, who can give 
directions in more sp3cific form rela- 
tive to particular return to be made. 
(2nd) Respecting back taxes for pre- 
vious years, we recommend that no ad- 
ditional return of any kind be made. 
If request therefor be made by any 
taxing body, refer it at once to the 
committee and their counsel. 
Yours respectfully, 
BATES, HICKS & FOLONIE, 
O. B. RYON, 
CHARLES WOODWARD. 
CHARLES S. DENEEN. 
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Continuously in business since 1852. 

The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
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National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement, January 1, 1923 


CAPITAL PAID I....ccsecccecescccccce Seeeee coceccece eoerccees $ 2,000,000.00 
RESERVE FOR ALL LIABILITIES.............seesceceseees 19,525,218.56 
WET SURPLUS osc ceccccccccccssersccssosessesssenseseseces ceeeee 8,350,064.24 
CONTINGENT RESERVE FUND..........cccccecescccsssesees 500,000.00 
ASSETS on ccccrccccccccccccvcccccccccscccsscscscceescs ccecccccveces 30,375,282.80 
TOTAL SURPLUS TO POLICYHOLDERS. coccccccecs eeeceseee 10,850,064.24 


Smith, President 


S. T. Maxwell, Secretary 
F ‘p Layton, Vice-President C. 3 Roulet, Ass’t Secretary F. B. Seymour, Treasurer 
G. F. Cowee, Asst. Secretary 


R. M. Anderson, Asst. Sec’y 
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Tips on Insuring 
Commercial Vehicles 


GROWING FIELD FOR AGENTS 





Fleets, Especially, Often Have Not 
Enough Protection; Various Lines 
Possible for Development 





By WALTER F. BEYER, Automobile 

Dept., The Home Insurance Co., 

in “News From Home.” 

When one considers the present day 
importance of commercial motor vehi- 
cles aS private and common carriers 
and the possible scope of their opera- 
tions, it is hard to realize that this emi- 
nent position has been gained in 80 
short a period as the last ten years. 

Some of us who hiave, been more or 
less closely associated with the insur- 
ance requirements of the motor car 
have been inclined to relegate the 
commercial machine to a position of 
far less importance in the insurance 
field than it warranted, and wo have 
failed to fully grasp the insuranc2 op- 
portunity presented by the commercial 
truck development. 

Naturally, the pleasure type of car 
which is in the greater proportion, so 
far as number of machines and _ indi- 
vidual ownerships are concerned, pre- 
sented a field which needed attention 
and, with practically every pleasure 
car owner an insurance prospect, we 
have cultivated this portion of the field 
more extensively than that of the mot- 
or truck. This situation is still true in 
many cases and, as a result, the agent 
who is devoting his efforts to the insur- 
ance of the commercial truck has a field 
less trodden and one of very far reach- 
ing possibilities. 

Definitions of Type 

In considering the question of com- 
mercial motor vehicles, it would be well 
to refer to the current definitions of 
the type. In our fire and theft advisory 
rules we find the “commercial automo- 
bile’ defined as “automobiles perma- 
nently fitted with bodies of truck or 
commercial types, buses, patrol wagons 
and other automobiles not specially de- 
scribed.” Whereas, in our collision and 
property damage rules we find the 
“commercial automobile” is any auto- 
mobile of the truck or delivery type (or 
any automobile converted into this 
type) that is used for transportation or 
delivery of goods or merchandise, and 
for other business uses, including the 
occasional pleasure for the named as- 
sured’s family, but not for the carry- 
ing of passengers for a consideration 
or demonstrating or testing. 

In soliciting insurance on a commer- 
cial truck, one has the advantage of 
working on a subject matter that is 
very much of a necessity as far as the 
client’s business is concerned. Here 
we find a feature which makes the re- 
quirements and beliefs in all forms of 
motor car insurance practically univer- 
sal, which is not true of the insurance 
on pleasure type cars. A business man, 
Owner and operator of trucks, cannot 
afford to be without adequate protec- 
tion on his commercial cars. The only 
problem, and one which he must rely 
upon his insurance agent to present 
the proper solution of, is the amount 
and form of coverage he should carry 
to adequately protect him from the 
hazards involved. 

Relative Importance of Coverages 


So far as the relative importance to 
the assured of coverage is concerned, 
48 regards the various hazards to which 
the commercial‘truck is subjected, it is 
the opinion of the writer that they 
should be arranged as follows: 

1. Public Liability. 

Fire and Transportation. 

3. Property Damage. 

4. Theft. 

5. Collision Damage Sustained. 

The reason for this arrangement I be- 
Heve will be clear. 

Public Liability 


We find the Pubiic Liability Protection 
of paramount importance, because of 
its far reaching hazard. The truck 


owner is operating, as a rule, a more 
or less unwieldy machine over all kinds 
of roads and territories and usually the 
machine is being operated by employees 
entirely without the direct observation 
or control of the owner. We have only 
to pick up our daily papers and ob- 
serve the front page stories covering 
the death or bodily injuries caused by 
motor vehicles. The resultant loss 
suits of these accidents are awarding 
larger settlements every day to the 
claimant, and the truck owner who al- 
lows his machine to be operated with- 
out adequate coverage against public 
liability claims can expect to face bank- 
ruptcy and ruin at any time as a result. 

Fire and Transportation Hazards 

The fire and transportation hazards 
we place second on the list, because this 
again is a matter over which the owner 
has little control. The storage condi- 
tions of the motor truck are far less de- 
sirable, as far as the distribution of the 
hazard is concerned, than that of the 
pleasure type of car, and from the fire 
insurance standpoint this presents a 
hazard. In the larger cities particular- 
ly, we find the trucks largely congested 
in garages which specialize in this class 
of trade, and a relatively large number 
of motor trucks have been destroyed 
by fires occurring in these storage loca- 
tions. Again, the motor truck, as a 
necessity to pay an increment on the 


investment involved, operate 
every possible moment. The tempta- 
tion of the owner and the operator, 
therefore, is to procrastinate over nec- 
essary repairs which may result disas- 
trously in self ignition fire losses. To 
the average truck owner, a fire means 
a serious loss of revenue during the pe- 
riod in which the truck is being re- 
paired, and this—coupled with the cost 
of repairs—can only be taken care of 
by adequate fire coverage. 
Property Damage 

Property damage insurance, covering 
as it does the damage to the property 
of others, presents similar hazards and 
resultant problems as occurring in con- 
nection with the public liability. Al- 
though the amount involved is apt to 
be very much smaller, nevertheless, the 
possibility of more prevalent claims 
makes the carrying of this form of in- 
surance relatively important. Laying 
aside the amount of money which might 
be involved in a property damage claim, 
a material benefit is found in the ad- 
vantage to the assured of being able to 
turn over the details of the loss settle- 
ment to an insurance company’s expe- 
rienced adjusting staff. The annoy- 
ance saved, even in the case of small 
claims, many times repays the assured 
for the premiums involved. 

Theft 
The theft hazard is far less acute in 


must 


the case of the automobile truck than 
in the pleasure car; nevertheless, it is 
not entirely absent and, particularly 
in the casé of the more congested com- 
munities, the truck owner cannot afford 
to be without this coverage. Naturally, 
the cost of theft insurance is very 
small, and for that reason the mia- 
jority of owners will include it in their 
demands. 

Collision insurance, or the coverage 
of the damage sustained to the truck 
insured as a result of an accidental 
collision, has been mentioned last, not 
because accidents are less frequent or 
less important, but because this is a 
hazard over which an owner or opera- 
tor has greater control than any other. 
When the mechanical construction and ° 
make up of the average commercial ve- 
hicle are taken into consideration, to- 
gether with the speed with which it is 
usually operated and its formidable ap- 
pearance, an accidental collision us- 
ually means a majority damage to the 
other fellow. The numerous scratches, 
fender damages and other small acci- 
dents, which are so often encountered 
in the case of the pleasure type of car, 
are almost eliminated as far as the 
truck is concerned. With this point be- 
fore us we can well consider the rela- 
tive merits of the three forms of col- 
lision coverage—the full coverage, the 

(Continued on page 24) 
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Hobbs on Laundry Covers cima mr 
t and “Ww 
. ° 4 al od ly U 
Massachusetts Attorney General Gives Two Rulings Defining Status | The Standard Sire Insurance On. apoly he 
of Insurers Writing Laundry Insurance and of Re 
Laundry Owners Themselves OF NEW JERSEY as 
. ° ' G as “ 
Rights of Laundry Owners Rights of Insurers icici +“ 
em Cincencs W, Mate. Hon. Clarence W. Hobbs, O. J. PRIOR, President W. M. CROZER, Secretary is ca 
Commissioner of Insurance. Commissioner of Insurance. | situatio 
I have your request for my opinion, grea »quest for an opinion, in laundry 
in which you say as follows: Page andy wegen: requirements, nor unless commenced by collision or by theft, or, in other jaundry 
“I respectfully beg to request — y: | heathen A beg to ask your opin within twelve months next after the words, do the words ‘and other perils cover | 
ene Se ee eee a ~~ -ecttae j ke - the several questions of law happening of the loss, provided that usuafiy insured against by marine jp. transpe 
after stated raised by the: following elitr set forth which are pre where such limitation of time is pro- surance’ authorize insurance of any} ¢’s) . 
facts: Various laundry concerns in ~ I od by the following statement of hibited by the laws of the state where- property against loss or damage Causa statute 
the commonwealth make an agreement hate: : in this policy is issued, then and in that by collision or theft? ; ordinat 
with their customers wnersey ey “A foreign insurance company author event no suit or action under this pol- “(5) Has a company authorized to hog 
agree to indemnify the customer for __ i ansact the classes of business icy shall be sustainable unless com- transact the kinds of business specified} 4 
loss or damage to his goods by reason i#ed to transact the classes : OE ESO ; 2st limitati in the second clause of said section 47} { beg ¢ 
ap cn ge ap 5 Bs i specified in the first, second and eighth menced within the shortest imitation . C pads? i a 
of Gre, ane & come canes by reneen of auses issues in this commonwealth permitted under the laws of such state.’ authority to insure against loss or damf cally 
fire, larceny, burglary or any other cas- Clauses Issues in this co J | “The laundry owner issues to his age to property while being transporte} 47, ¢l. 
ualty, while in the care and custody What is termed a laundry Ppa x eed Satins pager sei etoile tn Diente a6 by mail or by parcel post? the sc¢ 
of the laundry, either on the premises ace whereby ras netaype se rap ican anoutieing te conditions under “(6) Has a company authorized to} ils ust 
of the laundry or while in transit there is ol ee ms oy it a ns concern which he has arranged for insurance transact the kinds of business specified | insura! 
to or therefrom. The customer pays fOr acconlly ol w 192 a wee: Loss for their benefit. The charge of one in the eighth clause of said section 41} Law, - 
to the laundry in consideration of its if any | ‘ aise y t’ the insurance cent per bundle which the customer authority to insure the property of the footno 
assumption of this liability the sum of / any at the open ot with al 1 paid vays to the laundry owner is, by the patrons of a laundry, to whom the lau} 5. | 
one cent for each bundle of laundry and = Company to my ee pron cco ae of the policy, to be paid over to. dry owner is under no legal liability,} beg to 
che laundry lasues a certificate pan “ eee oe ian aie ree bun- the insurance company by the assured for loss or damage to their property, the ¥ 
ently evidencing the contract which iin nenaen direct On all kinds of law- once each month, he retaining no part against loss or damage caused by f 20 we 
reads substantially as follows: ful soods and articles laundered or to thereof, and expressly denying any ‘sprinkler leakage?” : , of ; 
““DO YOU KNOW be laundered by the assured, the prop- liability on his part to the patrons. wie See cote ina aoe he ti 
that laundries are not legally responsi- erty of its customers, while a Questions Asked By Hobbs weChinn o sald saciiin 6 as cov.) sec. 4 
ble for the loss or damage of your gar- in the....story...... roof building, o« . ' 7 : gyi : ains 
ee es ar exaust 7: attnabac ; “The questions upon which your opin- ering more than one class of insurance} 28 
ments or articles by cupied as a laundry, situated....... ; ; jue 4 itl the itte ap val of thet pressl 
: or while being transported to and from ion is desired are the following: wit out B. 1€ + ia en approval of the pero 
FIRE? its customers, against loss or damage “(1) Does the iaundry owner in any sg gage ion i of an 
We Hereby Assume This Liability caused while this policy is in force, by way violate the provisions of section 3 “(8) Does the provision in the pol} © 0° 
{As Limited Below) the perils specifically insured against of chapter 175 or any other provision of ICY, relating to commencing actions ion the 
and agree to indemnify the customer as follows: said chapter? against the he sonar Violate the " self , 
for loss or damage to his goods on ac- ““) Fire arising from any cause “(2) Has a company, authorized to visions of section 22 of said chapter? a 
count of fire, while in our care and cus- whatsoever, including lightning. transact the kinds of busin SS specified Attorney General’s' Answers H again 
tody, either in our premises or while “«(2) Collision, i. e., accidental col in the first clause of said section 47 au- : : : dry 0 
in transit thereto or therefrom, not ex- lision during the period insured with thority to insure against loss or dam- 1. Replying to your first question, 1 wetibe 
ceeding the actual cash value thereof, any vehicle or object, including the age against ‘tornado, cyclone, or wind- am of the opinion that the laundry In the 
and in no event exceeding twenty times overturning of the vehicle or collapse storm,’ or, in other words, do the words owner does not violate G. L., c. 175, in} a 
the service charge, for an additional of bridges. ‘tempest on land’ as used in the said any of its provisions, especially sec. 3.) 11° | 
charge of one cent per bundle.’ “«(3) Theft. first clause include a tornado, cyclone In the circular issued by him to the} 
“This certificate is varied in some “«(4) Tornado, cyclone or wind or windstorm? customer, he expressly disclaims liab- | = 
cases to cover loss or damage caused storm, excluding any loss or damage “(3) Has a company authorized to ility but offers himself as a convenient 
by any hazard whatever. that ay occur from hail, rain, sleet transact the kinds of business specified method of payment to the insurance 
“A foreign company authorized to or snow, whether driven by wind or in the second clause of section 47 au- company, without charge. Upon these 
transact the classes of business speci- pot, thority to insure a laundry owner for facts he is neither insurer, agent nor 
fied in the fourth, fifth, sixth, seventh “*(5) Sprinkler leakage. All direct the benefit of his patrons on the prop- broker. ; ; 
and twelfth clauses of said section 47 loss and damage by sprinkler leakage. erty of the said patrons while being 2. Replying to your second question, 
issues to the laundry owner an agree- ““(6) Transportation risks by pub transported to and from the patron by [ am of the opinion that the words 
ment, a copy of which is hereby an- lic carriers or mail service.’ the laundry owner or does the word “tempest on land’ do not include a tor 
nexed. “The policy contains this provision: ‘transportation,’ as used in the second nado, cyclone or windstorm, It is it 
“This contract purports to be made ‘Suit against company. No suit or ac clause, refer to transportation by com- — self included in two of those terms. | 
by the company as principal with the tion on this policy, for the recovery of mon carrier only? ; understand a tornado to be a storm at} 
laundry as the agent of and for the any claim, shall be sustainable in any “(4) Has a company authorized to sea; that a cyclone is an unusual sr | 
patrons of the laundry and reserves the court of law or equity unless the as- transact the classes of business speci- of a whirling storm which may occur on ' 
right to the company to adjust any sured and/or bundle owners shall have fied in the said second clause authority land or sea; and of course the term) 
claim direct with the patrons. fully complied with all the foregoing ‘o insure against loss or damage caused — windstorm embraces all kinds, A com 
“The laundry owner remits to the in- . : % nis th 
surance company fifty per cent of the 
premiums which he collects from his 
customers as consideration for the con- AN INTERE STI N G O PPORTUN ITY we t 
tract issued by the company. Forty : 
per cent of the premiums paid by the H y ; 
customers are retained by the laundry Oo Ss { 
owner to cover expenses incident to M 
handling the guarantee, so-called, and E E 
the remaining ten per cent is retained oO | 
by the laundry as a fund to pay claims F R 
which may be presented by its cus- F D 
tomers and the company is required to I j 
indemnify the laundry or to settle with “@ 3 
the patrons only if this fund is insuffi- E 
cient to pay the claims. The forty per 2 
cent of the premiums so retained may 7 7 
be used by the launderer for any pur- o N 
pose and if his expense is low he may 9 j 
make a profit. S . 
Status of Laundry Owner I 
“The questions upon which I respect- xX 
fully ask your opinion are the follow- ¥ & A 
ing: H : ¥ 
“(1) Is the contract made by the a 
laundry with its customers a contract A v 
of insurance as defined in section 2 of Vv M4 
chapter 175? E. D. 
“(2) If the preceding question is an- | 
swered in the affirmative is it a viola- N 
tion of section 3 of said chapter for the % ‘ 
laundry to make the contract and is it , A 
engaged in the business of an insurance 
company? Oo 
“(3) If the two preceding questions W € 
are answered in the affirmative does WRITE NO = 


( Continued on page 23 ) 
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, therefore, insuring in this state 
~ ll G. L., ¢. 175, sec. 47, el. 1, should 
make it clear that the words “cyclone” 
and “windstorm” in its form of policy 
apply to such storms only when they 
occur on land, and should omit tornado. 


, 9. Replying to your third question, 
] beg to advise you that I see no rea- 
gon to confine the interpretation of the 
word “transportation,” as used in G. L., 
¢,175, sec. 47, cl. 2, to transfer by com- 

ry pon carrier only. While this present 

____If gituation is new, i. e., the matter of 
laundry bundle insurance, and the 

n othep laundry owner is effecting insurance to 

r perisf cover the bundle owner’s goods while 

irine jp. transported in his (the laundry own- 

of anyp e's) vehicles, there is nothing in the 
> Caugojp statute, as I read it, that limits the 
ordinary interpretation of the word 
rized tof “transportation.” 
specified 4, Replying to your fourth question, 
ction 47[ [beg to advise that collision is specifi- 
or dam.) cally provided for in G. L., ¢. 175, sec. 
nsportei} 47, cl. 2, and that theft comes within 
the scope of the clause “and other per- 
rized to} ils usually insured against by marine 
specified | insurance.” See Richards, Insurance 
ction 47} Law, 3d ed., p. 611, and cases cited in 

y of the} footnote. 

he laun- 5. Replying to your fifth question, I 

liability, | begs to advise you that, in my opinion, 

roperty,| the word “transportation” is used in 
sed by} no restricted sense and applies to prop- 
“f erty carried by mail or-parcel post. 

against 6. In reply to your sixth question, I 

late the beg to advise you that G. L., c¢. 175, 

as coy-} sec. 47, cl. 8, giving the right to insure 

isurance} against loss for sprinkler damage, ex- 
of the} pressly limits such right to insure 

against such loss or damage to property 

the pol} of another for which the insured is 
actions} liable. It would seem, therefore, that, 

the pro} 28 the Legislature has so expressed it- 
hapter?”| self, the company may not insure the 





property of the patrons of a laundry 
ers | against any damage for which the laun- 
estion, | dry owner is not liable if the policy is 
laundry | Written on the authority of clause 8. 
175, in| I the form of policy noted in your let- 
y sec, 3, ter, the laundry owner is designated as 
to the, the assured, and under the plain word- 


ms liab- =—— — 


ing of the statute such insurance may 
not be written. 

7. Replying to your seventh ques- 
tion, I beg to advise you that the form 
of policy as you submit it to me ap- 
pears to violate the provisions of G. L., 
c. 175, see. 52, unless approved by you, 
in that it covers more than one class of 
insurance. 

8. Replying to your eighth question, 
I beg to advise you that I see no con- 
flict between the provision of the pol- 
icy relating to commencing actions 
against the company and G. L., c. 175, 
sec. 47, cl. 22. The policy provision is 
specifically made to conform to such 
statutory requirements as may exist. 

Yours very truly, 
JAY R. BENTON, 
Attorney General. 





( Continued from page 22 ) 

the laundry violate the provisions of 
section 52 of said chapter in so far as 
this contract purports to afford cover- 
age to its customers for loss or damage 
caused by any hazard or the provisions 
of section 99 of said chapter in so far 
as its contract purports to indemnify 
its customers against loss or damage 
by fire only? 

“(4) Is the contract issued by the 
insurance company to the laundry own- 
er made in violation of sections 51 and 
152 of said chapter on the ground that 
said agreement is in effect a contract 
of insurance against fire or any or all of 
the hazards specified in the first or sec- 
ond clauses of said section 47 or in vio- 
lation of section 52 of said chapter as 
containing more than one class of in- 
surance? 

“(5) If the preceding question is 
answered in the negative is the con- 
tract issued as aforesaid by the insur- 
ance company such a contract of insur- 
ance as a company licensed to trans- 
act the kinds of business specified in 
the fourth clause of section 47 is au- 





thorized to make as principal or act 
upon as surety? 

“(6) If the preceding question is 
answered in the negative, is the con- 
tract issued as aforesaid by the insur- 
ance company such a contract of insur- 
ance as any insurance company may 
issue under any of the provisions of 
chapter 175?” 

Answering your first and second ques- 
tions, I beg to advise you that so far 
as the laundry owner's agreement to 
indemnify the bundle owner in such 
claims for which the laundry owner is 
by law liable, the certificate adds 
nothing to the laundryman’s liability. 
So far, however, as the laundry owner's 
undertaking to indemnify for a_ price 
bundle owners for losses for which the 
laundry owner is not liable, it appears 
to me to be a contract of insurance 
within the meaning of G. L., c. 175, sec. 
2, in which the laundry owner is the 
insurer and the insurance company the 
guarantor that the laundry owner will 
fulfill his insuring promises. It is 
therefore, in violation of section 3 of 
the same statute. This is not the same 
situation as presented in an opinion 
rendered to you on another form of 
laundry contract. The laundry owner 
in this case is not only an active factor 
in this contract, participating in the 
financial emoluments thereof, but, on 
the face of things, he is the principal 
and the insurance company only a guar- 
antor or reinsurer. 

It would seem, therefore, unnecessary 
to answer your other questions, at 
least not until a different plan than this 
one is presented for your approval. 

Yours very truly, 
JAY R. BENTON, 
Attorney General. 





The Northwestern Fire and Marine 
has commissioned Charles S. Farnum 
and W. Stanley Kite & Ca, Ine., for the 
Philadelphia territory. The Philadel- 
phia agency of the National Liberty 
has been transferred from Herman 
Schwalbe to Harris J. Latta. 
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co-operation with its agents. 








| Guarantee and Accident 
Company, Limited 


OF LONDON, ENGLAND 


The Sign 
of Good Casualty Insurance 








HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, 


General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 





MICHIGAN AUTO LAW 


Checking Up on Compulsory Carrying 
of Liability Covers By All 
Motor Buses 





Lansing, Mich., July 2.—The Michigan 
Public Utilities Commission is now en- 
gaged in checking up on all motor ve- 
hicle transportation systems through- 
out the state in order to have them 
comply with the new law passed at the 
recent session of the legislature. Per- 
sonal liability and property damage in- 
surance is one of the main points in 
the new law. 

Under the terms of the new act the 
utilities commission is given the same 
vast powers over motor transportation 
vehicles that it now exercises over 
railroads and electric railways. The 
motor carrier must comply with all 
regulations of the commission before a 
license to do business is issued, and 
failure to comply with the regulations 
following issuing of the license, will re- 
sult in its being cancelled. 

The insurance requirements fixed by 
the commission provide that buses of 
from one to 12 passenger capacity 
must carry a minimum of $10,000 in- 
surance for personal injuries to passen- 
gers. The limit to any one person in- 
jured is placed at $5,000. Buses of 
from 12 to 20 passenger capacity have 
the minimum limit for this protection 
fixed at $15,000; from 21 to 30 passen- 
gers at $20,000, and all over 30 pas- 
sengers at $25,000. In all cases the 
limit to any one passenger is $5,000. 
Passenger buses also are required to 
carry $1,000 in property liability insur- 
ance in favor of its patrons. 

Motor truck lines are required to 
carry property insurance sufficient to 


cover the full value of all property 
transported by them. 











Over sixty years 
of public service 





INCORPORATED 1860 


UNITED 
FIREMEN’S INSURANCE 
COMPANY 


Home Office—100 William Street, New York, N. Y. 
F. W. LAWSON, Chairman of the Board 








PERCIVAL BERESFORD, President 
GEO. R. PACKARD, Vice-Pres. 
HERBERT W. ELLIS, Vice-Pres. 

M. RB. YATES, Secretary 

HENRY A. KNABE, Asst. Secy. 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 
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COMMERCIAL VEHICLES 

(Continued from page 21) 
$50 deductible, or the $lu0 deductible 
form—so far as a truck owner is con- 
cerned. When one analyzes the large 
difference in the premium cost which 
exists between the full coverage and 
the deductible forms, it would seem 
logical to push the sale of the deducti- 
ble forms. This coverage would ade- 
quately cope with all losses of any mo-. 
ment and the premium saving would 
leave a substantial reserve to take care 
of several small accidents. It would 
seem reasonable, therefore, if any form 
of insurance were to be omitted, that 
the collision feature should be first. 

In addition to the individual truck 
owner, the so-called fleet operator pre- 
sents a very opportune insurance field. 
Even at this time, the average insur- 
ance agent has not made a sufficient 
study of the fleet insurance principles 
to derive the most benefits from the 
class. 

In considering the insurance of a 
fleet of automobiles under single owner- 
ship, so far as the fleet rate promulga- 
tion is concerned, this includes not only 
the vehicles of the “commercial type 
automobile,” as defined above, but also 
of the “marked private passenger type,” 
which is an automobile of the private 
passenger type used for business pur- 
poses with the owner's name or adver- 
tisement printed distinctly on both 
sides of each car. A fleet of automo- 
biles of these two classes would be eli- 
gible for a fleet rating—providing, first, 
there are ten or more automobiles, re- 
gardless of the total original cost; or, 
second, if there are nine or less auto- 
mobiles, provided their total original 
cost amounts to $15,000. The promul- 
gation of a fleet rate in connection with 
a group of vehicles coming under the 
above classes may mean, under fav- 
orable circumstances, in the majority 
of the states of the Union, a material 
premium saving, and naturally the 
agent who first presents these facts to 
the truck owner has the advantage over 
his competitor. The insurance compa- 
nies provide special fleet application 
blanks which enable an agent to pro- 
cure a definite order from the truck 
owner for the fleet rate promulgation 
and, in addition enumerates the indivi- 
dual car make up of the fleet and sup- 
plies to the carrier the information as 
regards a repair shop equipment, main- 
tained and operated by the assured, the 
fire extinguisher or locking device 
equipment, and also gives a summary 
of the past year’s experience so far as 
the hazards involved are concerned. 
The general principles involved in fleet 
rating make it possible for the insur- 
ance carrier to estimate a credit for a 
properly maintained repair shop in con- 
nection with the fleet and the decrease 
in hazards involved through such fea- 
tures as improved storage locations, 
fire extinguisher and locking device 
equipment and conspicuous trade-marks 
of the owner painted on the private 
rassenger type machines. The dis- 
tinctive advantage of placing all of an 
ussured’s motor equipment under a 
single fleet policy will appeal to every 
agent, as it eliminates the possibility 
of the assured dividing his automobile 
insurance. This is assured, not only 
on the original equipment for which the 
fleet rate is provided, but also takes 
care of the additional equipment ac- 
quired during the policy period—as 
these cars can be covered under the 
contract on a pro rata basis at the orig- 
inal rates. 





LEAVITT A DIRECTOR 

At a meeting of the directors of the 
American Fire Insurance Company last 
week, the regular dividend of 5%, 
amounting to $1.25 a share, was de- 
clared. In addition, Brooks Leavitt, of 
New York, was elected to the board of 
directors. The company is one of the 
four re-insurance companies known as 
the Rossia group, and is under the same 
management and occupies the same of- 
fice building here as the Rossia Insur- 
ance Company. It has capital of $300,- 
000 and assets of $1,149,416, 





110 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


New York State Fire Insurance Co., 
Albany, N. Y. 


British America 
Toronto 


F. M. GUND, Mer. Western Dept. 
Freeport, Illinois 





CRUM & FORSTER 


GENERAL AGENTS 


United States Underwriters’ Policy, N. Y. 


Assurance Co., 


H. JUNKER, Mer. Pacific Coast Dept. 


Southern Department, Atlanta, Ga. 
North Carolina Dept., Durham, No. Carolina 


NEW YORK CITY 
The North River Ins. Co., N. Y. 


Union Fire Ins. Co., Buffalo, N. Y. 


United States Lloyds, Inc., N. Y. 
Western Assurance Co., Toronto 


San Francisco, California 








INCREASES CAPITAL STOCK 





Marquette National to Add $125,000; 
Started in 1915 Company Has 
Made Good Progress to Date. 





The Marquette National Fire of Chi- 
cago will this month increase its cap- 
ital stock from $475,000 to $500,000 and 
then add another $100,000 within the 
next sixty days, which will bring the 
surplus to about $500,000. The com- 
pany was started in 1915 with a capital 
of $300,000 and now operates in twenty- 
seven States. Commencing-to pay div- 
idends in 1918, the company has con- 
tinued to do so to date. Last year the 
rate was 15 per cent. 

Officers and field men of the Mar- 
quette National include the following: 

Anthony Matre, president and chair- 
man of the board; F. J. Matre, vice 
president; Napoleon Picard, secretary- 
treasurer; Arthur J. Davis, assistant 
secretary; J. J. O’Grady, assistant sec- 
retary; F. P. Leonard, manager of Cook 
County department; Joseph E. Murphy, 
executive special agent of Wisconsin, 


Illinois and Iowa; ‘Theodore’ Green, 
State agent Indiana and Kentucky; 
James Westervelt, State agent New 


York, Massachusetts and New Jersey; 
IK. A. McElroy, State agent Missouri 


and Kansas; William P. Corp, Alle- 
ghany County manager; C. Snelsire, 


western special agent Pennsylvania; J. 
A. Cain, State agent Michigan and Ohio; 
J. B. DeJaeger, assistant special agent 
Illinois and Iowa; Joseph J. Cella, State 
agent Colorado. 


MERCHANTS BOOSTS CAPITAL 





Raise to One Million Made by Issu- 
ance of Stock Dividend; Approved 
by State; Company in Good 
Position 





The Merchants’ Fire announces that 
its capital stock has been increased to 
$1,000,000 and that the increase has 
been approved by the New York State 
Insurance Department. Most of the in- 
crease was effected by a stock divi- 
dend, transferring surplus to capital 
account, 


With the rearrangement of its capital 
account the Merchants Fire is in an 
unusually strong financial position. Its 
condition on July 1 was substantially 
as follows: Total assets, over $5,800,- 
900; liabilities, excluding capital, not 
over $38,400,000 leaving a net surplus 
of approximately $1,400,000, which, 
with the million dollars capital, gives 
a surplus to the policyholders of $2,- 
400,000. 





WOOD MADE ASS’T MANAGER 

Wyatt C. Wood has been appointed 
assistant manager of the Virginia In- 
spection and Rating Bureau, succeed- 
ing Randolph C. Carrington, who has 
been filling the position for several 
years. Mr. Wood entered upon his new 
duties July 1. For the past two years 
he has been connected with the bu- 
reau in the capacity of special agent, 
traveling out of Roanoke. Mr. Carring- 
ton will hereafter do special work for 
the bureau, traveling from Richmond. 
Mr. Wood is originally from Georgia. 
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A, R. MONROE, President 
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NEWARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$4,237,718 


SURPLUS TO POLICY HOLDERS 
$1,520,346 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


T. L. FARQUHAR, Vice-President & Secretary 
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AGREE ON MANDAMUs, 





Unger and Rumsey in Harmony go 
Form of Writ; Lehman Expecteg 
To Act This Week 





In order not to conflict with Just 
Lehman’s vacation plans, the hear 
on the form of the writ of mandamjig 
to be served on the New York Fire ye 
surance Rating Organization, sche 
uled for Tuesday of this week, y; 
held last Saturday. William F. Ungey 
of Goldman & Unger, attorneys for t} 
Importers & Exporters and other » 
‘titioners, met with David Rumsey, , 








torney for the rating organization, ay”! 






uly 13, 
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pokesn 
for 


Probl 
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Justice Lehman and agreed upon th and ca 


details of the writ. 





The ag 


This agreement is satisfactory to th ratio, W 


court, and Justice Lehman is expecta; i 
some time this week to prepare anj 
sign the actual order. When issued ; , 





n this 
and W 


will require the rating organization jp More ® 
give its service to the petitioning com! ing fig 











panies. Mr. Rumsey has given notig, market: 
of his intention to appeal the case bp. { the 
fore the Appellate Division. 
kers; 1 
& Mer 
MAY BROADCAST ‘ae 
have i 
BUFFALO MEETING = 
(Continued from page 1) Big 
be merely blazing the trail for bigger) jnsuraz 
things. “A f 
As very few of the broadcasting sta} giderat 
tions outside of New York City have ;auo’ « 
extensive programs for mornings orf tion to 
afternoons, only evening features of the gut o! 
national convention will come out overl ceed 
the radio. The morning and afternoon’ punist 
sessions of the convention, moreover,} source 
are restricted to members and _ the? c-rned 
press. conun! 
Arranging Sessions allairs 
Arrangements for the convention are compa 
rapidly nearing completion. Last week® careiu 
Secretary Bennett visited Buffalo and® pomt 
went over in detail with the local com-@ wan 
mittee every item entering into pre-§ portal 
convention plans. The Buffalo execu-§ at un 
tive committee, of which Robert H— worth 
Mason is general chairman, is com) (went 
posed of the chairmen of each com| the 0 
mittee handling every part of the con) year | 
vention work. After jan all day conf} the a 
ference with this committee Secretary f avle t 
Sennett spent another day with the} by ta 
hotel management of the New Statler, | cune, 
working out the arrangements for the) were 
sessions. — Missi 
The Hotel Statler in Buffalo is aj} the ¢ 
wonderful institution. The appoint) 1227 
ments are superb, its conveniences un} Ums 
excelled and its equipment the last | of re 
word. The twenty-eighth annual con “AE 
vention of the National Association of | insta: 
Insurance Agents is: going to be well we f 
taken care of so far as hotel facilities | the t 
are concerned. ing 7 
Buffalo is a popular place in August > expat 
—a delightful place—and the hotel isn | tinue 
respector of persons. ‘First come, first — all v 
served,” is the operating slogan of the — creas 
hotel, and if folks do not ask for reset: fF the 
vations they cannot hold rooms for f wher 
them. comy 
The entertainment program will be © settil 
par excellence. The members of the | sepa 
Buffalo Board of Fire Underwriters ar? | whe 
sparing neither effort nor expense to Ff side 
make this event a notable and long-+to } mair 
be-remembered one. The Get-Together > miss 
Banquet on Tuesday night, the lake 
trip on Wednesday afternoon, the ball “ 
on Wednesday night, the Niagara Falls | i, 
excursion on Thursday afternoon and | 444, 
evening—all wonderful entertainment  ,, , 
—will be events of magnitude atd | joo, 
splendor. wer 
In connection with the Niagara Falls ture 
trip an English supper will be served the 
in Queen Victoria Park, Ontario, with coul 
a Kiltie Band concert while the party § tig) 
sits on the brink of the greatest gorse | ont; 
in all America, facing both the Amer, « 
ican Bridal Veil and Canadian Horse | me 
Shoe Falls, specially illuminated a F pyo 
night for the occasion—a wondrous | tha, 
sight, the magnitude and awe of which 229 
cannot be described. oth 
Details of the business sessions Will § tio, 
probably be made public next week, Che 
pro 
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Lord Sumner Defends 
York-Antwerp Kules 


PREFERABLE TO LEGISLATION 
Believes Flexibility of Voluntary 
Agreement Superior to Rigidity 
of Government Laws 
Lord Sumuer, chairman last year of 
the mugiush Assocation OL Average 
Adjusters aud a distinguished lawyer, 
liaue a lengthy defense OL general 
average aud the York Antwerp Kuses 
al lue aulual meet nye last mouth just 
befure be retu.red 2s Chairman. Not 
Ouwy are Lord Sumner’s remarks in- 
porcaut as supporung the York Ant 
wurp ruics a8 agamst the enactment 
of a iaw by the stnglish Parliament, 
but the principle applies also to tle 
miuch discussed Hague Rules. Were 
they also adopted and put into use by 
a@ vO.unlary agreement among inter- 
ested parties, and not made the sub- 
ject of legislation very probably they 
would soon attain the prest ge of the 
York Antwerp Rules governing general 

average. 

‘the concluding part of 
ner’s address follows: 

1 hope I have not said, I certainly 
have not intended to say, anything at 
all against a code of general average, 
or ot any other mercantile subject so 
long as it is merely a voluntary state- 
ment of what 1s understood to b2 the 
common, accepted, reasoned principles 
of the art. After all, that is a mere 
question of form. If it is only the 9x- 
pression of the best opinion of those 
best qualified to speak upon the de- 
tails of the subject, a code has a high- 
er authority even than that of the text- 
books of which so many have been 
published by distinguished members of 
your profession. 

Still it rests upon the same ground, 
for it has no binding authority exc3pt 
what is inherent to it. The danger 
really arises when impatience leads 
peopie to say; we resent having our 1a- 
bors thrown away. If the code which 
we have toiled at and have agreed, is 
not to be freely accepted as law, we 
must resort to the law, to 2nsure that 
it shall be so accepted by compulsion. 
We ought always to remember before 
resorting to that course that there is 
a real danger in enacting a general 
system of the law and enforcing it 
upon peop,e who are carrying on a 
business that fluctuates in that prac- 
tice almost every year. Before we 
commit ourselves to the nearly irrevo- 
cable form of an act of parliament, w?2 
should be quite sure that the resources 
of voluntary agreement have boon ex- 
hausted. 


Lord Sum- 


A Code Is Dangerous 

I think that the authors of the York- 
Antwerp Rules were wise when they 
rejected the idea of a code and adopted 
the plan of rules of a practical char- 
acter to be adopted contractually. Law- 
vers are sometimes too prone to im- 
agine that advantage can be derived 
from a legisiative statement. The 
nore enamoured a person is of a cod? 
the more desirous he is to begin from 
the fundamentals, but nothing is so 
little susceptible of b ing stated in the 
form of universal propositions as the 
common-sense principles upon which 
the daily conduct of business is 
founded. 

There is no advantage in saying; 
Section 1, all contracts shall be bind- 
ing and enforceable; Section 2, the 
parties to the contracts shail only be 
bound if they contract freely and 
things like that. There is no advan- 
tage because there is no dispute about 
it. Advantage is to be gained by put- 
ting beyond dispute things that may be 
doubtful, so that the paragraphs of 
your act may resolve doubts, and not 
merely record something that is be- 
yond doubt. I, therefore, greatly de- 


precate any attempt to reduce a gsub- 
ject like this into the form of an au- 
thoritative code at all. 

There is little or no point in a dis- 
‘cussion, of Course, about codes except 
the prospect of obtaining an interna- 
tional consensus. . . There are differ- 
ences in practice which ought to be re- 
moved, and in an ideal world that 
would be removed, but as a rule diffi- 
culties have to be removed by making 
such concessions as will induce the 
majority of the parties attending the 
conferences to accept them, and the 
result does not always represent the 
relative importance of the plarties in 
regard to the volume of transactions 
which they represent. I doubt if the 
iritish law of average gains by incor- 
porating the dissident views of foreign 
countries, when they are incorporated 
only for the purpose of promoting 
uniformity and are not introduced upon 
their merits. I am inclined to think 
that as long as our own rules ar2 
felt to be the better modet, it is not 
worth while to give them up or to 
adopt a less satisfactory rule, merely 
for the sake of getting rid of dis- 
crepancies, 

Compromise Formulas Impotent 

The great danger of compromise dis- 
cussions is that you get to a formula 
which nobody objects to because it is 
s0 vague that it can jalways be inter- 
preted so as to support the view of 
the particular person who assents to 
it. As soon as you get people to- 
gether who want to agree to something 
and go away they are very much dis- 
posed to take refuge in some formula 
which passes muster, and which is left 
to be interpreted as chance may de- 
cide thereafter. In the case of traaties 
the consequences are perhaps momen- 
tous; in the case of a Code of Av2rage 
you only get back to the law courts, 
and put yourselves, therefore, in very 
much the same difficulty as before, The 
agreement when interpreted in the 
courts of one country, bred up in its 
own system of law or _ school of 
thought, may very well have a differ- 
ent interpretation put upon it, even 
upon the same words, from that which 
Will be adopted, by th2 courts of 
another country with other traditions. 
It seems to me, therefore, that without 
in the least desiring to discourage 
those who advocate codas, it is a use- 
ful thing to consider the disadvantages 
of them, especially when your assocta- 
tion is able to point to so conspicuous 
and so successful a result as_ that, 
which the York-Antwerp Rules so far 
as I know have uniformly attainad. 

Will Stick to General Average 

The conclusion which I invite you to 
arrive at is; one which I hope.you will 
not regard as an unwelcome one. It 
is that we lawyers ragard, and are 
justified in regarding, the Association 
of Average Adjusters, and the profes- 
sion of average adjusters, as playing 
not only a valuable but an indispen- 
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Foreign Comment On 
Automobile’s Contract 


WITH LONDON ASSURANCE CORP. 








“Fairplay” Wonders Why British Com- 
pany Should Bring Another 
Marine Competitor Into 
Market 





“Fairplay,” leading British shipping 
weekly, whose editorial comments on 
marine insurance are invariably r2ad 
with much interest, gives a few para- 
graphs in a recent issue to the con- 
tract made between the Automobil> 


Insurance Company and the London 
Assurance. Among other things it 
wonders why a British company writ- 
ing marine insurance should add 
another competitor, especiaily a for- 
sign one, to an already over-crowded 
market, but admits that the London 








sabl2 part in the system of law of any 
maritime nation. It is too late to ask 
whether general average is a good or 
bad thing. We have this system and 
we are not likely to giv? it up. The 
courts are able to give to its interpre- 
tation the invaluable aid of binding 
decisions, so that. at any given time it 
may be reasonably possible to asc2r 
tain what the law is’ and with no very 
wide margin of grror to anticipate what 
the law upon a new point wil! be for 
it has all been carefully knitted to- 
gether by argument and consideration, 
largely contributed to by the practical 
experience of your profession. 

To have the ground prepared, to 
have the real point in dispute isolat2d, 
to have the utility of the one view or 
the other measured and certified by 
the experience and the opinion of your 
profession is of the utmost value. How 
much so I had learned before the 
time when you did me the honor to 
elect me a member of your society, 
and although of late years I have had 
little occasion to discuss questions of 
general average, I have, at any rate, 
never failed to hold in high esteem the 
history and the practice of the Associa- 
tion of Average Adjusters and to enter- 
tain for it, and for its members, a real 
and a warm regard. 
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Assurance group is gong to be a ver 
powerful one, 

Following is the extract from “Fajp. 
play”: 

The market was very interested by 
the announcement made last week that 
from Ist of July the London Aggy. 
ance Corporation would act as under. 
writers for the acceptance of marine 
business on account of the Automobile 
Company of Hartford, Connecticut, U, 
S. A. The company actually bogan 
business in April, 1918, when the 
capital stock came under the contro 
of the Aetna Fire Company of Hart. 
ford. It now has a pad-up capital of 
2,000,000 dollars. In 1915 it commence 
operations in general fire and marin 
insurance business. It is a powerful 
company so far as capital and re 
sources are concerned, but its marins 
business, as will be seen, is of com 
paratively recent growth. 

The Aetna Life Company, which con. 
trols the shares, is a very old com- 
pany, and, apart from the Automobile 
Company, it controls the Aetna Casual 
ty and Surety Company. There is 
likely to be a good deal of uneasiness 
in the minds of both undzrwriters and 
brokers by this new addition to a 
market which is more than capable of 
handling any business that is offered. 
It will make the London Assurances 
group a hungry one. but at the same 
tme brokers may not be disposed to 
put a large proportion of their business 
in one group, and it is possible that 
when a moderate line has to be 
covered the big groups will be left out. 
‘Apart from the placing of his risk a 
broker has to consider the advisability 
ot keep ng in touch with as many un- 
derwriters as possible, and for this 
reason it may be found that, while ths 
big groups are useful for large risks, 
they will not be cuitivated for genral 
business. However, this may work 
out, there is no doubt that an additfon- 
al company in a big group accentuates 
the present competition for business, 
and further developments may bs ex 
pected. So far as one can judge, ther? 
is a little surprise expressed that the 
directors of the London, with their 
long record of businass and their ex 
tensive ramifications, should have gone 
out of their way to act in this market 
for what is, after all, a foreign con- 
cern. 





IN HANDS OF RECEIVER 

The Shippers’ Underwriting Agency, 
51 Beaver Street, is now in the hands 
of a receiver. The District Court of 
the United States for the Southern Dis- 
trict of New York last month appointed 
James Stafford receiver for the agency. 
It is expected that Messrs. O’Keeffe 
and Lynch will return to the insurance 
brokerage business. 





COX OFF FOR EUROPE 

Douglas F. Cox, head of Appleton & 
Cox, marine underwriters for a group 
of leading companies, will sail tomor 
row aboard the Majestic for Europe, 
where he will spend several weeks 00 
a combined business and pleasure trip. 
Mr. Cox will be accompanied by Mrs. 
Cox and their son. 





The annual outing of the Buffalo As 
sociation of Fire Underwriters was 
held at the Buffalo Automobile Club 02 
Tuesdar- 
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Federal Non-Liability 
Is Upheld in Court 


(HARTERER ACCEPTS NOTICE 





Notice Received of Non-Liability for 
Injury to Vessel Binds Owner 
of Barge in Tow 





A court decision of interest has been 
rendered by the Court of Appeals of 
New York in reversing a judgment 
rendered in a trial court and unani- 
mously affirmed by the Appeliate Di- 
yision. The case h.nges on the liabil- 
ity of the United States Railroad Ad- 
ministration, a war-time crzation, for 
injury to a v2ssel after the former had 
sent out notices stating that it would 
not be so ‘liable. 

Harrington Putnam for appellant; 
Wiluam Van Wyck for respondent. 

Dunng the Worid War the United 
States Director-General of Railroads 
gave general notice to customers of the 
Pennsylvania Railroad Company that 
they would not be responsible for any 
injury to vessels in tow of the rail- 
road’s tugs. A charterer after receiv- 
ing and accepting the notice hired 
plaintiff's barge, piaintiff knowing noth- 
ing of the notice, and while it was 
being towed by a Pennsylvania tug 
couuded with it and was injured. In 
an action for the injury it was held 
that the charterer’s acceptancs of the 
terms tendered by the Director-General 
relieved the latter from liability for 
damage to the tow caused by the neg- 
ligence of the tug. 

Pound, J.—Plaintiff is the owner of 
the barge Lloyd, wh.ch carried coal in 
New York Harbor. The barge had no 
motive power, and was towed in its 
movements about the harbor. 

On September 2, 1918, during the 
World War, the Director General of 
Raitroads, operating the Pennsylvania 
Railroad, acting on behalf of the 
United States Railroad Administration, 
through its superintendent of steam 
towmg, issued a circular letter under 
the Pennsylvania Railroad caption, in- 
forming customers that it had “become 
necessary for us to cease being re- 
sponsible for vessels while in tow of 
our tug. 

“That on and after September 11, 
1918, the following conditions will ap- 
ply to all work accept2d and performed 
by tugs owned, employed or chartered 
by the Pennsylvania Railroad Com- 
pany: All towing is done at the risk 
of the tow. Neither we nor the tugs 
employed in the service nor the owners 
shali be responsible for any damage 
done to the tow, through negligence, 
and the master and crews of tugs in 
the performance of the towage service 
shall become the servants of and iden- 
tiled with the vessel or the craft 
towed, whether singly or with other 
vessels owned by you and in posses- 
sion of charterers, and to the shifting 
4 vessels in and around piers and in 

Ds.” 

On the following day (Septemb:r 3) 
Hartmann-Blanchard Co., Inc., received 
this notice, which it accepted without 
objection or dissent, and continued 
sng Pennsylvania Company tugs in 
Coa? distribution. 

On July 1, 1919, Hartmann-Blanchard 
Company hired under a written charter- 
Party with plaintiff the barge Lloyd at 
the rate of $10 per day from July 23, 
1919, to April 1, 1920, “to carry coal in 
the vicinity of New York Harbor and 

udson River, or any place covered by 
the regular harbor insurance policy.” 

Plaintiff was “to furnish captain for 

at during time of charter and to 

&2p boat in repair, lines and fitt’ngs, 
and arrange and pay insurance on the 

ttoms.” . 

; By order of Hartmann-Blanchard Co., 
pars the Lloyd was towed by the Penn- 
pA Vania tug Mercer, which on Decem- 
ial 5, 1919, damaged th> barge by col- 
Sion to the amount of $2,020. 


The plaintiff was also the captain or 
bargee of his barge, living thereon as 
a watchman or caretaker, “to see that 
they did not harm tha boat,” but hav- 
ing no control over its movements or 
navigation. While he knew that Hart- 
mann-Blanchard Company would have 
to make their own contracts for tow- 
age, he knew nothing about the lettar 
that the company received from the 
government. 

The contention of ths defendant is 
that he is exonerated from liability 
by reason of the notice sent to th3 
charterer. 

The courts below have sustained 
this contention, and held that plain- 
tiff’'s rights as bailor were not con 
tracted away by the contract of tow- 
age entered into between Hartmann: 
Blanchard Company and defendant. 
This disposition of the casa we deem 
to be erroneous. The maritime law 
has a type of charteraparty, wath which 
we are dealing in this action, to whicb 
the general principse of the law of bail- 
ments is not whodly applicable. 

Plaintiff parted with the possession 
and the right of possession of the 
barge; Hartmann-Blanchard Company 
had not only the use but the enttra 
control of the barge. It became the 
spec.al owner or owner pro hac vice. 
The captain became ths servant of the 
charterer (And2rson v. Boyer, 156 N. 
Y., 98; Brooklyn Ash Removal Co., Inc., 
v. Connell, 225 N. Y., 503). 

The authority of the charterer to en- 
gage towage was unrestricted. It there- 
tore had power to accept the terms tsn- 
dered by the director-gensral, which re- 
sieved the latter from liability for dam- 
age to the tow caused by the negli- 
gence of the tug. A tug is not a com- 
mon carrier of the tow. The owners 
of a tug may restrict ‘their liability by 
spec.al agreement. No rule of public 
policy is involved (Wells & Tucker v. 
Steam Nav. Co., 2 N. Y., 204; The Mar- 
garet, 94 U. S., 494; Hartford Fire Ins. 
Co. v. Chicago, M. & St. P. R’y, 175 
U. S., 91, 98, 99). When the defen- 
dant gave notice on wat. tarms it 
would furnish tug service the charter 
actualiy accepted such terms and 
entered into a special contract incor- 
porating them when it ordered tow 
service without protest. (The Ocean- 
ica, 170 Fed, Rep., 893; Ten Eyck v. 
D_rector-General, 267 Fed. Rep., 974, 
certiorari denied, 254 U. S., 646). In 
McWilliams Bros., Inc., v. Davis (285 
Fed. Rep., 316) the same notice limit- 
ing liability was: not agreed to by the 
charterer, which by letter notified the 
directorgen*ral that it would not. ac- 
cept the terms stated. The court 
properly hed that a tug owner could 
not l-mit its liability by a general 
notice not agreed to. 

Whils the charterer had power to re 
lieve the defendant from liability, it 
remained answerable for the negli- 
gence of anyone to whom it intrusted 
the barge, even as an independent con- 
tractor (Gannon v. Cons. Ice Co., 91 Fed. 
Rep., 539; White v. Schoonmaker Con- 
nors Co. 265 Fed. Rap., 465). 

The principles governing this deci- 
sion are stated in the Tea Eyck case 
(supra). The distinction made by the 
learned trial justice, whose opinion 
was adopted by the Appellate Division 
(116 Misc. Rep., 502, sub. nom. Graves 
v. Hines, 202 App. Diwv., 842) is unten- 
able. The railroad was relieved and 
the charterer was held liable to the 
owner for the damage done by the neg- 
ligence of the railroad in the case 
cited, for the reasons stated) in this 
opinion, and not otherwise. 

The judgments below should be re- 
versed and the complaint dismissed, 
with costs in all courts. 

Hogan, Cardozo, McLaughlin, Crane 
and Andrews, JJ., concur; Hiscock, Ch. 
J., absent. 

Judgments reversed, &c. 





Commodore Robert P. Forshew, re 
cently retired from command of the 
Naval Militia, has entered the gen- 
eral brokerage business here with De- 
Kay & Co., Inc., as a special represen- 
tative, 
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Travelers Issues New 
Property Damage Form 


WHAT CONTRACT COVERS 





First Company to Attempt Writing 
This Line Since National Bureau 
Prepared Rules and Rates 





The Travelers has prepared and sent 
to its agents a new property damage 
insurance policy. Heretofore most of 
the insurance companies have been 
loath to write this form of coverage on 
account of the risk involved. The Na- 
tional Bureau of Casualty & Surety Un- 
derwriters has prepared a supplemen- 
tary manual of public liability and prop- 
erty damage insurance and the Travel- 
ers is the first to write this form of 
coverage under the new rui2s which 
have helped to open a new and broad 
field for the producer. 

Travelers Letter To Agents 

The following are extracts from the 
letter written by the company to its 
agents: 

“We have all come to consider auto- 
mobile property damage insurance as 
an integral and necessary part of the 
protection required by the automobile 
owner.” ; 

“In the field of manufacturers’, con- 
tractors’ and owners’, landlords’ and 
tenants’ insurance the question of prop- 
erty damage coverage has until recent- 
ly been given little consideration and 
there have been no standard forms of 
protection designed to meet these re- 
quirements.” 

“The Travelers believes that public 
liability insurance for manufacturers, 
contractors and property owners or 
lessees is just as insufficient and in- 
complete without concurrent property 
damage insurance as is the case today 
where automobile public liability insur- 
ance is furnished without concurrent 
property damage. These conditions 
have been recognized for some time by 


the National Bureau of Casualty and 
Surety Underwriters and a very care- 
ful study of the situation has been 


made in order to develop appropriate 
forms of property damage coverage and 
rates therefor.” 

“There are certain features which we 
would like to emphasize for your infor- 
mation at this time. The property 
damage coverage provided by the new 
manual parallels insofar as possible the 
standard forms of public liability insur- 
ance and the rules and methods of un- 
derwriting will be identical except for 
certain necessary exceptions, the prin- 
cipal sections being the following: (a) 
In order not to conflict with existing 
forms of coverage now furnished by 
this company and others, it became nec- 
essary to exclude specifically elevator 
coverage, automobile and aircraft cov- 
erage, steam boiler insurance, engine 
or flywheel insurance. and electrical 
machinery insurance. (b) As the cov- 
erage in general parallels the public 
liability coverage and is designed to 
provide indemnity on account of dam- 
age to the property of others, property 
of the assured or property leased, oc- 
cupied, used by or in care, custody or 
control of the assured or any of his em- 
ployees has been excluded just as we 
exclude employees under our public 
liability policies.” 

“The field is new and while in general 
property damage rates have been pro- 
vided for most operations, it was 
nevertheless felt that there were cer- 
tain operations which because of thir 
peculiar nature would require indivi- 
dua consideration.” 

“You will also note that in certain in- 
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stances the hazards of explosion or 
building collapse or both have been ex- 
<luded from the standard coverage and 
rates. This is not to be interpreted as 
a prohibition against such protection 
but rather to provide for individual con- 
sideration of the facts existing in each 
case falling under these classifications.” 


The New Policy 


1. To indemnify the assured against loss by 
reason of the liability imposed upon him by 
law for damages for such injury or destruc- 
tion, subject to the modifications, require- 
ments, and conditions hereinafter expressed. In 
the event of the bankruptcy or insolvency of 
the assured the indemnity company shall not 
be relieved from the payment of such indem- 
nity hereunder as would have been payable but 
for such bankruptcy or insolvency. If, because 
of such bankruptcy or insolvency, an execu- 
tion against the assured is returned unsatis- 
fied in an action brought by the person whose 
property is so injured or destroyed, then an 
action may be maintained by such person 
against the indemnity company under the 
terms of this certificate for the amount of the 
judgment in said action not exceeding the 
limit expressed in this certificate. 

2. This certificate shal] apply to such injury 
to or destruction of such property if resulting 
solely and directly firom an accident due to the 
business operations of the assured as mentioned 
in Item C of said Schedule, and more com- 
pletely described in Item 3 of the Declarations 
forming a part of the Public Liability Policy 
of The Travelers Insurance Company to which 
this certificate is attached. 

This certificate shal] apply to such injury 
or destruction so sustained ; reason of acci- 
dents occurring during the certificate period 
limited and defined as such in Item B of said 
Schedule. 

This certificate shal] be null and void 
unless attached to the Public Liability Policy 
of The Travelers Insurance Company issued 
to the assured and in force at the date of any 
accident for which claim is made hereunder, 
the number of which policy is given at the 
top of said schedule. This certificate shall not 
apply to any of the causes of accident which 
are excluded in paragraphs VI and VII of 
said policy in so far as such exclusions are 
not inconsistent with the specific undertakings 
of this certificate.. This certificate shall not ap- 
ply tossuch injury or destruction if due to (a) 
the ownership, care, maintenance, operation, or 
use of any elevator or escalator, or any air- 
craft upon the insured premises or elsewhere, nor 
to any automobile, draft animal, team, or other 
vehicle elsewhere than upon the insured prem- 
ises; (b) ‘the explosion, collapse, or rupture of 
any boiler or other receptacle under pressure, 
including parts thereof; (c) the breaking, dis- 
rupting, or tearing asunder of any engine, fly- 
wheel, or turbine; (d) the ieontine. burning 
out, or disrupting of any electrical power unit. 
_ 5. Paragraphs IT, III, and IV of said policy, 
in so far as their provisions are not incon- 
sistent with this certificate, are hereby made 
a part of the obligations of the Sadvenit 
Company as fully and completely as_ thoug 
wholly written or printed herein, it being un- 
derstood that the injuries therein referred to 
shall, for the purpose of this g¢ertificate, be 
construed as injury to or destruction of prop- 
erty as hereinbefore described and defined. 

. All the terms, conditions, and require- 
ments expressed in said policy of The Trav- 
elers Insurance Company, including those con- 
tained in the Declarations forming part there- 
of, so far as the same are not inconsistent 
with the expressed obligations of this certifi- 
cate, are hereby made a part of this certificate 
as fully and completely as though written or 
printed herein. 

The Indemnity Company’s liability for 
the indemnity provided in this certificate is 
limited to the amount and as expressed in 
Item D of such Schedule. 

8. The estimated advance premium for this 
certificate is computed by applying such rates 
as are stated in Item C of said Schedule to 
the premium basis stated in Item 3 of the 
Declarations in said policy. Such premium 
basis and the resulting premium are subject to 
adjustment as_ in said policy provided. 

9. This certificate may be canceled without 
effect upon the policy to which it is attached 
in the same manner in which said policy can 
be canceled, but cancelation of said policy shall 
operate as a cancelation of this certificate as 
of the same date without notice. In the event 
of cancelation the requirements of said policy 
respecting its minimum premium shall apply 
to the minimum premium for this certificate. 
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Text of National 
Surety Fraud Bonds 


ARE ISSUED IN TWO FORMS 





One for $25 and Other for $45; Pro. 
tects Retail Merchants From Many 
Kinds of Losses 


The National Surety has issued two 
new fraud bond contracts which are 
designed for the protection of the retail 
merchant. One of these bonds is ob- 
tainable at $25 a year and is $10 above 
the old form the company issued prior 
to June. ‘Ihe other bond costs $45 and 
gives double the amount of insurance 
that is secured under the terms of the 
$25 contract which contains the follow- 
ing coverage: 


Text of Bond 


1. Against loss not exceeding $100.00 in the 
aggregate, through larceny or embezziement of 
money or personal property from the premises 
ot the obligee above described, by any ot the 
obligee’s employes. 

2. Against loss not exceeding $150.00 in the 
aggregate, through robbery or hold-up of the 
obtugee or any ot the obligee’s employes upon 
the premises above described while open tor 
business. 

3. Against loss not exceeding $150.00 in the 
aggregate (including damage to tne safe) 
through the torcible opening, by the use of ex 
plosives, tools, ete. of any sate in the obligee’s 
premises above described, when said premises 


are not open for business. : 
4. Against loss not exceeding $150.00 in the 
aggregate, through the robbery, accompanied 


with violence or threat ot violence, ot the 
obligee or any of the obligee’s employees, when 
transporting money or property of the obligee 
to or trom the premises above described trom 
or to any place within five miles thereof, 

5. Against nity per cent (50%) of any loss, 
through exchanging im good faith merchandise, 
or merchandise and money, for any check 
drawn on a bank in the town or city where the 
obligee’s place of business is located; or on a 
bank in any town or city within fifty miles 
thereof, it any such check be not paid upon 
presentation; the lability hereunder being lim- 
ited to $50.00 on any one check and to $100.00 


in the aggregate. ; ; 
6. Against loss not exceeding $100.00 in the 
aggregate, through (a) the acceptance in good 


faith in payment for merchandise, of any 
check appearing to be certified, drawn on a 
bank in the town or city where the obligee has 
his place of business, or located in any bank- 
ing town or city within fifty (50) miles there 
of, or (b) of any bank draft so drawn appear- 
ing to be genuine, and which is not paid on 
presentation. 

Against loss through the cashing of any 
post office money order or any travelers’ check 
issued by any bank or express company which 
is not paid on presentation; the liability here_ 
under being limited to $50.00 on any one money 
order or travelers’ check and to $100.00 in the 
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aggregate for 
checks. 

8. Against loss through the acceptance jn 
good faith by the obligee or any of his em. 
ployees, of counterfeit United States money in 


money orders and __ travelers’ 


payment for merchandise sold, the liability 
hereunder being limited to $50.00 on any one 
transaction and to $100.00 in the a 


all transactions, alleges 
9. Against twenty-five per cent (25%) of any 
loss through any kind of fraud practiced upon 
the obligee in the course of his regular busi- 
ness not herein otherwise covered, by which 
any person obtains possession from the obligee 
or any of the obligee’s employees, of money 
or merchandise belonging to the obligee from 
the premises above described, the liability here. 
under being limited to $50.00 in the aggregate, 





_This bond is subject to the following condi- 
tions: 
1. In case of loss of any merchandise cov: 


ered by this bond the actual cost of such mer 
chandise to the obligee shall be the basis of 
settlement, 

2. As soon as practicable after the discovery 
of loss and In any event within five (5) days 
thereafter, notice of claim must be filed with 
the company at its home office, No. 115 Broad- 
way, New York, and detailed statement of 
claim showing specifically the Jost articles, the 
cost thereof, and the date of Joss shall be filed 
within thirty (30) days after the discovery of 
such loss, 

3. The company shall not be liable for any 
loss not discovered and reported to the com: 
pany during the term of this bond or within 
thirty (30) days after its expiration or termina- 
tion. In the event that the obligee shall have 
more than one obligation covering the same 
risk at the. time of loss, the liability hereunder 
shall be limited to the proportion which this 
bond bears to the aggregate of all such obli- 
gations so held by the obligee and, subject 
to the aggregate Imits herein expressed with 
respect to the several forms of coverage, the 
percentages of loss shall be at all times main- 
tained, the obligee bearing in every case the 
percentage expressed herein of the ful] amount 
of each loss. 

4. This bond shall be deemed cancelled at 
8::00 P. M. standard time as aforesaid upon 
the effective date specified in a written notice 
personally served by either Party hereto upon 
the other, or sent by registered mail, to the 
obligee’s address mentioned herein, if given 
by the company, and to the company at No. 
115 Broadway, New York City, if. given by 
the obligee. If the notice be personally served 
by the company the cancellation date shall 
be at least five (5) days after service, or if 
sent by registered mail at least ten (10) days 
after mailing. If cancelled by the company 


unearned premium shall be refunded to. the 
obligee computed pro rata; if by the obligee, 
le 


e¢ company shall refund the unearned pre- 
mium computed in accordance with the short 
rate table printed hereon. The check of the 
company or its agent shal] be a_ sufficient 
tender of the unearned premium. 

Upon payment of any loss hereunder the 
company shal] be subrogated to all rights of 
the obligee against any third party and the 
obligee will at the company’s request execute 
any and all papers or documents required by 
the company to effectuate this purpose; and the 
obligee will at the company’s request at all 
times furnish to the company all information 
in the obligee’s possession to enable the com- 
pany to recover the amount of any loss paid 
hereunder. 

5. None of the provisions or conditions. of 
this instrument shall be waived or altered ex: 
cept by endorsement attached hereto, signed 
by the president or vice-president, secretary of 
assistant secretary of the company; nor shall 
notice to or knowledge possessed by any agent 
of the company be held to effect a waiver of 
change in any part of this instrument. 





GLOBE QUITS BUREAU 
The Globe Indemnity has withdrawn 
from the Independent Rating Bureau 
for burglary, theft and robbery risks 
and has filed its own rates for these 
forms of coverage with the Insurance 
Department. The Globe in filing its 


own rates quoted the burglary manual 
rates at the time the rate war started 
with the exception of the mercantile 
open stock rates which are 25% off the 
manual rates. 
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Good in Middle West 


yw. L. JENKS GIVES VIEWS 





finds No Relationship Between De- 
pression in New York and Econo- 
mic Conditions in Country 





M. L. Jenks, a vice-president of the 
American Surety, has just returned 
fom the Middle West where he has 
peen making a business survey of condi- 
tions. His trip covered Ohio, Michigan, 
Minnesota, Wisconsin and Illinois, and 
according to Mr. Jenks there seems to 
pe no definite and tangible relationship 
at present observable between the de- 
pression in the financial district and the 
actual economic conditions of the coun- 
try as judged by the Middle West. 

In commenting upon the conditions, 
he said: 

“Bankers, merchants, manufacturers 
and farmers in the Middle West can- 
not understand the pessimism which 
has been gathering in the financial dis- 
trict of New York during the past few 
weeks. While conditions are ‘spotty’ 
4s far aS trends are concerned, the basic 
conditions are as sound as they have 
been since the business revival began. 
Where business has increased its activ- 
ilies, it has done so with caution. If 
we have had anything like a boom it 
has been a boom with the brake ready. 
The prevailing feeling among business 
men in the middle western states is one 
of carefulness and conservative activ- 
ity and certainly not of pessimism. 

Farmers Laboring Under Hardships 

“The farmers, in so far as they are 
not satisfied with the present situation, 
are not just moody or suffering from 
yague apprehensions. Their economic 
condition is one of long standing and 
they are doing their best to overcome 
the handicaps under which they have 
been working since 1921. That they 
are justified in their attitude is proved 
by the very marked differential be- 
tween their earning power and their 
buying power. 'The farmers will there- 
fore not be at all sorry to see some 
slackening in industrial activity, with 
perhaps some consequent decrease in 
the prices of manufactured products 
and some let-up in the attraction of 
labor from the farms. They do not 
fear the European situation much as 
they do not feel that their export mar- 
kets can be much worse than they are. 
They are paying close attention to such 
proposals as that of Mr. Baruch for the 
co-operative marketing of wheat and to 
the various measures affecting agricul- 
ture which are to come before the next 
Congress. 

“Industry in general is basically in a 
healthy condition. Any uncertainty 
which exists is due to caution in not 
over-stimulating production. There 
seems to be no danger of such a condi- 
tion and there is certainly no indication 
as yet of any buyers’ strike. The au- 
tomobile industry, which has proved to 
be a good index of general conditions, 
is undoubtedly as sound now as it has 
ever been in its history. This indus- 
try has just experienced record produc- 
tion and sales—in fact many feel that 
it helped considerably in the recent 
business revival. There is no sign of 
weakness. Some companies may cur- 
tail operations which have been going 
at top speed, but this will be due to 
sual seasonal conditions and conser- 
Vative estimates of demand.” 

“Construction work, while it will 
Probably not reach the magnitude ex- 
Dected because of material prices and 
labor conditions, will be at a high level 
during the summer. There is too much 
of an economic need for housing and 
highways for restrictions to be very ef- 
fective, However, there is need for 
reat care in passing on the merits and 
Possibilities of projects. 

The best sign that the situation is 
fundamentally sound is in the banks. 
In spite of record manufacturing activ- 
ty and active merchandising turnoyer, 


WORKMEN GET $125,000,000 





400,000 Claimants Figured In Amount 
Paid For Injuries During 
Last Nine Years 





According to figures made public by 
the State Industrial Commissioner, Ber- 
nard L. Shientag, more than 400,000 
claimants have shared in the $125,000,- 
000 paid to injured workmen and to de- 
pendents of those killed in industrial 
accidents in the nine years that the 
Workmen's Compensation law has been 
in operation in the State of New York. 
Industrial accidents totaled more than 
2,500,000 during that period, an average 
of about 300,000 a year. 

Commissioner Shientag said that 
plans to bring about a more complete 
co-operation between employers and 
employees for the reduction of the num- 
ber of accidents is being developed. 
Features wil be a Museum of Safety 
to be installed at the New York head- 
quarters of the department, traveling 
safety exhibits, lectures on safety and 
the organization of safety committees 
in all industrial establishments. 

Mr. Shientag said that of $2,000,000 
appropriated for the department this 
year more than $700,000 will be re- 
turned to the state as a result of ad- 
ministration costs paid by insurance 
carriers. 





BURGLARY CARRIERS MEET 

A meeting of burglary insurance car- 
riers was held last Friday at the Penn- 
sylvania Hotel, and after a full dis- 
cussion it was the unanimous opinion 
of those present that no change should 
be considered at that time. The meet- 
ing was well attended, over twenty-four 
companies being represented. 








the banks have not over extended them- 
selves. Credit conditions are whole- 
some and banking operations are sub- 
stantial financing of real and necessary 
enterprise rather than speculation.” 


E. H. DRIGGS APPOINTMENT 





Becomes General Agent For New York 
Indemnity in Brooklyn Next 
Month 





The New York Indemnity has ap- 
pointed Edmund H. Driggs, 32 Court 
Street, Brooklyn, as general agent for 
Brooklyn. This appointment will in no 
way conflict with the recent J. E. Dono- 
van & Co. agency appointment. 

The Edmund H. Driggs agency is one 
of the largest agencies in Brooklyn and 
one of the largest casualty agencies in 
the country. It is resigning the Em- 
ployers’ Liability, of London, with 
which it has been connected for several 
years, to become connected with the 
New York Indemnity the first of 
August. 

FIDELITY WRITING BUSINESS 





New Louisville Company Featuring In- 
dustrial Accident Enters Ohio and 
Indiana For Business 





The Fidelity Life and Accident, of 
Louisville, Ky., of which James F. E. 
Ramey, former insurance commissioner 
of Kentucky, is secretary and treas- 
urer, has been granted a license in Ohio 
by Superintendent of Insurance Conn. 
The company is actively doing business 
in Indiana also. 

This is the first company organized 
to feature especially industrial accident 
insurance. It started business June 15 
and has already written several hun- 
dred policies. 

The officers are, President, H. R. 
Kendall; secretary-treasurer, James F. 
Ramey; first vice-president, F. J. 
Walker; second vice-president, Zachary 
T. Miller; general counsel, Harry N. 
Lukins. 

Eugene Tichenor, cashier of the Con- 
tinental Casualty, 75 Fulton Street, is 
leaving town today to spend two weeks 
in Maine on the first vacation he has 
taken for two years. 
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New Compensation 
Rates in Wisconsin 


MADE EFFECTIVE JULY FIRST 





Gross Rates Adopted By Compensa- 
tion Insurance Board Include In- 
creased Costs Under 1923 Act 





The Compensation Insurance Board 
composed of Platt Whitman, Commis- 
sioner of Insurance, F. M. Wilcox, 
Chairman of Industrial Commission 
and T. W. Broughton, secretary of the 
Board has approved, effective July 1, 
1923, gross rates for workmen’s com- 
pensation insurance. The insurance 
rates effective July 1, include the cost 
of the 1923 amendment to the Work- 
men’s Compensation Law by reason of 
the passage of Bill 745A. This amend- 
ment results in increased benefits to 
injured workmen and increases the cost 
of the law exclusive of medical aid 
13.9% or an increase of 9.5% over the 
entire cost of the 1921 act. 

The new workmen’s compensation in- 
surance rates based on a recent re- 
vision and in spite of the increased 
cost of 9.5% will mean a decrease of 
about 1% in the collectable rate level. 
Some rates will be higher and others 
lower depending upon the experience 
of each classification, the net results, 
however, being that these rates show a 
net decrease of 1% over the old rates. 
The former Schedule Rating Plan has 
been discarded and the new Industrial 
Compensation Rating Schedule—1923 
made effective concurrently with the 
new rates. 





ST. LOUIS ESCAPES RATE WAR 








Insurance Companies of That City 
Are Marking Time in Burg- 
lary Situation 
The burglary insurance rate war 
started in New York, has had little ef- 
fect on the burglary insurance situa- 
tion in St. Louis. In some instances 
insurance has been written at the new 
rates, while others have disregarded 


the new schedules, adhering to the old 
charges. 

Generally speaking the burglary sit- 
uation in St. Louis has been marking 
time. The police department has been 
doing fairly good work and there has 
not been an unusually large number 
of big robberies. Agents as a result 
have been proceeding very carefully in 
accepting open stock risks, insisting 
upon adequate central station protec- 
tion systems, window and door guards, 
private watchmen and other safeguards. 





COMPENSATION REVISIONS 

The Compensation Inspection Rating 
Board has amended, as of July 1, the 
hospital allowance rule 3 (b) on page 
€ of the New York exceptions to the 
general rules to read as follows: (b) 
Where there is a graduate nurse em- 
ployed by the employer, and emergency 
hospital equipment, the unit being sup- 
ervised through visits at least three 
times weekly by a licensed physician 
under contract with the employer, sixty 
per cent (60%) of the ex-medical aid 
allowance, calculated in accordance 
with the manual. 


APPOINT GENERAL AGENTS 

The New York Indemnity has ap- 
pointed Charles E. Johnson, Jr., of Ra- 
leigh, North Carolina, as general agent 
in Raleigh and vicinity. The company 
has also appointed Paul E. Soulliers, of 
Worcester, Mass., as general agent for 
Worcester and vicinity. 





George Roughgarden, specialty man 
on accident and health policies of the 
Continental Casualty, who is also con- 
nected with the recently formed Dayat 
Underwriters, is spending his vacation 
in Maine at the camp of J. W. Thomp- 
son, agency superintendent of the mets 
ropolitan district of the Continental 
Casualty Co, 
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Brain-Father of a Mitlion Children 
“Brimful of ideas, bubbling over with 


enthusiasm and personal vim and 
blessed with an almost inhuman Ca- 
pacity for keeping out of the ruts 
that’s him all over!” 

Thus, informally, did J. S. Turn, sec- 
retary in charge of the New York 
branch of the Aetna Life, characterize 
E. H. Morrill, Jr., assistant general 
manager in charge of production in that 
office. And anybody who knows him 
realizes that all these epithets might 


be raised to the superlative degree 
without fear of over-rating his ingen- 
uity and ability. 

“Take his insurance charts and dan- 





E. H. 


MORRILL, Jr. 


” 


ger signal posters, for instance,” con- 
tinued Mr. Turn. “They are just two 
of a million of his brain-children. But 
can you imagine many other things that 
could be or are of greater value to 
those engaged in the production end 
of our business! Incidentally, that is 
another of E. H.’s earmarks. Those 
charts, especially, are a boon to the 
whole insurance fraternity. He is any- 
thing but a sack turned inside in—he 
has a broad outlook and views all the 
problems with which he has to deal 


from a universal rather than a com- 
pany standpoint. And this quality 
coupled with an inexhaustible supply 


of energy is considerably more than 
cne can ordinarily hope to find encom- 
passed in one human hide.” 

A glance over Mr. Morrill’s shoulder 
to glimpse the various turns in the road 
which has led him to his present post 
of honor and repute reveals the fact 
that his first venture into the world of 
business was with a railroad company 
—the C. B. & Q. in Chicago. Later he 
was with the New York, New Haven & 
Hartford in New Haven, Conn., whence 
in 1911 he stepped into the insurance 
world through the doors of the Trav- 
elers at Hartford. After a brief con- 
nection in the pay roll audit depart- 
ment there, he was made special agent 
in the liability department of the com- 
pany’s Cleveland, O., branch. It was 
but a matter of a short time before 
he was promoted to assistant manager- 
ship of that office. Once “on the in- 
surance map,” we find Mr. Morrill 
making the following geographic jumps: 
Manager of the Springfield, Mass., of- 
fice, July, 1912; manager of the Chica- 
go branch, 1914; transplanted to the 
Aetna Chicago office in 1917; and fin- 
ally to its New York branch in 1918, 
where he has been, as may be judged 
from the above, most successful. 








Penny Wise 

The insurance commissioner of Kan- 
sas has ruled that reciprocal insurance 
exchanges will not be permitted to col- 
lect post-mortem deposits on their busi- 
ness. This is tough on policyholders 
who have been waiting for an exchange 
to collect money to pay their claims. 
It will give the attorney-in-fact a very 
plausible explanation as to why he 
can’t make the payment. It ought to 
be a lesson to some people to buy 
sound stock insurance instead of risk- 
ing thousands of dollars to save a mere 


five or ten dollars in premiums.—Trav- 
elers “Protection.” 





HUNDRED POINT CLUB 

The Hundred Point Club, of the Na- 
tional Surety, which was a successful 
feature of last year’s campa’gn for new 
forgery bond business will be made an 
annual affair. The rules of the contest 
involve membership in the club, the 
membership being secured when their 
agents complete 100 points or $5,000 in 
paid premiums. The contest started 
last Monday and no business written 
before July 2, 1928, will count. Any 
Supervisor, manager or salesman writ- 
ing the 100 points in four months is 
allowed to become a member and wear 
a pin. Those obtaining their 100 points 


in less than four months will receive a 
snecial pin, 





HOLD ACTION UNWARRANTED 





F. & D. Officials Surprised At Philadel- 
phia Department Heads Being Noti- 
fied Not To Accept Their Bonds 





The action taken by Mayor Moors of 
Philadelphia in notifying the city de 
partment heads not to accept bonds of 
the Fidelity & Casualty has aroused 
much interest among surety men here. 
The officials of the company at the 
home office expressed surprise at the 
action taken and hold it unwarranted. 

There was an alleged default on a 
$174,000, contract for work on the 
southwest sewage disposal plant in 
West Philadeiphia, for which Jackson 
& Co., contractors, were the successful 
bidders. The Fidelity & Casualty 
elected not to exercise its right as 
surety to complete the contract at tha 
contract price. This left the city free 
to relet th2 contract and call upon 
the surety for the difference in th2 
cost. Instead, the Philadelphia au- 
thorities made a demand upon th 
Fidelity & Casualty for the total 
amount of its bond, $87,000, which was 
refused until the proper procedure had 
been followed. 





WISCONSIN STATE FUND 

The statement of the State Fire In- 
surance Fund, of Wisconsin, as of June 
30 ,1923, shows admitted assets of $695,- 
930, according to a statement issued by 
Platt Whitman, commissioner of insur- 
ance of Wisconsin. Unearned premium 
reserves amounted to $12,311 and the 
surplus was $683,618. For the six 
months’ period ending July 1, 1923, the 
surplus of the fund increased by $30,- 
000. All policies of the State Insurance 
Fund expired July 1, and it is estimated 
that the Fund will receive $150,000 of 
premiums during July, which will in- 
crease the assets to $845,000. 





The Eagle Indemnity has appointed 
the Oglesby Insurance Agency, Inc., at 
Lynchburg, Va., as general agents for 


all casualty and surety lines in tha 
place. 








etc. 


in bottles. 




















Announcing another 


SAN DWICHEONETTE 


The Ideal Summer Luncheonette at 


98 FULTON STREET 
(South East Corner William Street) 
One Flight Down 


For discriminating business women and men desiring best 
of foods and extreme cleanliness. 


Same highest quality foods served that made the Sandwich- 
eonette’s Store No. 1, (Phone Beekman 6508) in. Subway 
Arcade, Basement 110 William Street. 


Our specialty—“Sandwiches”—the best in New York, all 
freshly made while you LOOK from the finest foodstuffs 
obtainable, and include fresh, crisp lettuce and choice of our 
famous Relish, Russian, Mayonaise Dressings or Mustards. 
Also—Salads, Hot Dishes and real home made pies, pastries, 


Finest Coffee with pure unadulterated cream. Grade A milk 


If too busy to come send your messenger or phone us. 
Lunches, including Hot or Cold Drinks, put up for service in 
your office or home with no additional charge. 
PHONE BEEKMAN 8271 
NO MISREPRESENTATION 


Much COOLER Than Outside 























OPENS SOUTHERN DEPARTMEN l 





Branch Office Managers and Gener, 
Agents of F. & D. to Meet 
at Atlanta July 17. 





J. Morton Morris, vice-president jy 
charge of the newly-created southern 
executive office of the Fidelity & De 
posit of Baltimore, at Atlanta, Ga, 
opened that office last Tuesday and op 
July 17 is calling a special meeting of 
about twenty of the branch office map. 
agers and general agents in the ter. 
ritory that will be supervised by the 
executive office. Among those who yi] 
be present are: 

C. E. Mitchell, manager, Memphis 
branch; M. S. Tanner, manager, New 
Orleans branch; Roger Hovey, map. 
ager, Louisville branch; J. B. Afken, 
general agent, Florence, S. C.; Lay. 
rence M. Pinckney, general agent, 
Charleston, S. C.; James A. Cathcart, 
general agent, Columbia, S. C.; Sloan, 
Irvine & Sloan, general agent, Chat- 
tanooga, Tenn.; P. H. Hicks, general 
agent, Nashville, Tenn.; Meyer & En. 
gel, general agent, Birmingham, Ala, 
R. F. Manly & Co., general agent, Birm. 
ingham, Ala.; W. K. P. Wilson & Son, 
general agent, Mobile, Ala.; J. C. Hood 
& Co., general agent, Jackson, Miss, 
James & Paxon, general agent, Jackson- 
ville, Fla.; E. W. Monrose. general 
agent, Tampa, Fla.; Black, Rogers & 
Co., general agent, New Orleans, La, 
Haas & Howell, general agent, Atlan 
ta, Ga. 

July 17 will be devoted to informal 
meetings and a dinner will be given to 
all the visitors in the evening. The 
following day meetings to discuss plans 
for the improvement of the F. & D. 
service throughout the southeast and 
for the future and greater development 
of the business in that section will be 
held. 





CAUSE OF AUTO ACCIDENTS 





About Two Million Cars In Such Poor 
Condition That Owners Could 
Be Prosecuted 





The police department of one of the 
large cities inspected 4,000 automobiles 
in one month and found 800 with defec- 
tive brakes. In other words, 20% of 
these cars were in such poor physical 
condition that the drivers were not pre 
pared to stop in an emergency. In 142 
of these cases both the foot brakes and 
emergency brakes were _ inoperative. 
Assuming that the same ratio would 
hold true of the entire number of cars 
used in this country, there are approxi 
mately 2,000,000 cars with defective 
brakes and the brakes of about 350,000 
cars are in such poor condition that the 
operators could be prosecuted if the 
authorities had knowledge of the con 
dition of their cars. 

These facts were made known in an 
article in the “General’s Review,” the 
official publication of the General Ac 
cident, for June, which discussed the 
question of automobile accident pre 
vention from the standpoint of the 
mechanical condition of the cars. The 
company goes on to say: 

“The great majority of automobile 
accidents are usually the direct result 
of circumstances made by a reckless 
driver or a careless pedestrian, or both, 
and apparently nothing short of educa 
tion beginning at the cradle and ending 
at the grave will correct the careless 
characteristics of the public. A great 
many of these circumstances, which are 
created by careless drivers and pedes 
trians, would not result in accidents if 
the brakes, the steering apparatus and 
so forth are functioning properly. 
Every driver should be prepared for 
these emergencies by making it a habit 
to inspect his car at regular intervals 
and correct the defective conditions the 
moment they are apparent. 

“The brakes are the most neglected 
unit in the car and are a contributing 
cause, and often the sole cause, of 
many accidents. 

“The steering apparatus should b9 
mentioned as the next most important 
part from an accident standpoint.” 
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ANUFACTURERS 





Need of Foreign Credit Coverage Pro- 
tecting American Exporters An 





be easily forced out of business after 
shipping his merchandise because in 
meeting the demands of his bankers for 
coverage on dishonored drafts he finds 
himself without funds to meet his pay 
rolls and to buy fresh working mate- 
rials. 


The second valuable feature, more or 
less indirect but which will prove of 








NEW AUTO HANDBOOK OUT 





Prepared by Dr. R. S. Kellor, of U. S. 
Casualty as Guide to Manual 
Rules and Rates. 





A handbook of automobile insurance 
has been prepared by Dr. R. S. Kellor, 
manager of the automobile department 




















OFFERS METROPOLITAN STOCK 

The United States Fidelity and Guar- 
anty is offering its stockholders 13,000 
shares of the capital stock of the Met- 
ropolitan Casualty of New York. The 
stock is being offered at $65 a share, 
the par value being $25. 
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The Glens Falls Helps Its 
Agents to Build Business 


It is generally recognized that Glens Falls agents represent 
the finest type to be found in the business. They are selected 
with utmost care to make sure that they conform to high stand- 
ards of personal character and agency practice. When once 
selected they are given a number of kinds of Company cooperation 
which help them to establish and maintain a profitable business. 


Here are a few of the advantages of our agents: 


The Glens Falls Name 


As the result of seventy-three years of unblem- 
ished reputation, ample resources and prompt and 
liberal adjustments, Glens Falls policies are highly 
esteemed by property owners in every part of the 
country. 


The Glens Falls Line 


In addition to Fire Insurance policies our agents 
are able to supply their clients with all the desirable 
“side lines,”’ including automobile, tornado, explosion, 
profit, leasehold, registered mail, marine, lightning, 
riot, hail, rent, civil commotion, sprinkler leakage, use 
and occupancy, rental value, tourist baggage, parcel 
post, etc. 


‘Now and Then” 


This is the inimitable publication that has been 
edited for thirty-seven years by Colonel Cunningham, 
former president of the Glens Falls Insurance Com- 
pany. It is filled with wit, wisdom and practical 


suggestions culled from the experiences of a busy 
lifetime. 


Glens Falls Agency Helps 

A constant succession of folders, leaflets, envelope 
stuffers, etc., that are unique in character and of high 
sales value for distribution to the agent’s mailing list. 


The Glens Falls Library 


The four volumes thus far issued in this library 
have already become internationally famous and are 
today in demand in libraries and insurance schools. 
They are sent to our agents without charge and new 
volumes will be added from time to time. 


The Glens Falls Films 


There probably never has been such a hit in mo- 
tion picture advertising as was made by the two films 
“Their Best Friend”? and “A Good Man to Know.” 
One hundred and sixty prints are being loaned to the 
agents entirely without charge to them. 


The foregoing are some, but not all, of the reasons why a Glens Falls agency 
commission is so highly valued. There are, however, openings in certain 
territories, and we shall be glad to consider applications sent to us on the 


following form. 





INSURANCE 


COMPANY 
GLENS FALLS, N. Y. 


E. W. WEST, President 


H. N. DICKINSON, Vice-President F. M. SMALLEY, Secretary R. C. CARTER, Treasurer 


J. A. MAYVON, F. L, COWLES, H. W. KNIGHT, Assistant Secretaries 


po------------ ii talc 


Glens Falls Insurance Company 
Glens Falls, New York 


agents call on me. 


Giens Falls agent at............:................ 


(Signed) 


(Address)............... 


If you are not adequately represented in this terri- 
tory, I should be glad to have one of your special 
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